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For the first nine months of this year Essex has outsold any 
other “Six” at or near its price, almost two to one. It re- 
flects overwhelming preference for the things Essex gives: 


Super-Six Smoothness and Dash — High-com- 
pression Power and Performance — Size and 
Roominess without Unwieldiness—Steady Riding 
without useless Weight. Economy of Price, 
Operation and Maintenance. 





HUDSON MOTOR CAR COMPANY, Detroit, Michigan 




















STOP 
MOTOR 
FUME 

with these 

‘Better 
Piston ‘Rings 
Mororists know frosis PER- 
FECT CIRCLE advertising 
that Perrect Crrcves will 
stop “Blow-by,” generally 
the cause of motor fumes in 


closed cars. We’ve told them 
for you, and assumed the 








responsibility for that state- 


ment. When car owners sug- 
gest piston rings to stop 
Blow-by in their cars, they 
are anticipating the kind of 
results that only PerFect 
CIRCLES can give. 


Only in the last year or so have 
automotive engineers realized the 
real extent of Blow-by and the 
discomfort it brings in winter 
driving. Yet already more than 
40% of the passenger car manu- 
facturers are using PERFECT 
CircLeE Compression rings as 
standard equipment—for in these 
better rings, they have found 
the way to stop Blou-by at it 

source! 


PerFect Circire Oil-Regulat- 
ing rings are equally effective in 
stopping Oil-Pumping and at the 
same time insure thorough cylin- 
der lubrication. 


If you install complete sets of — 


PerFect Circie Oil-Regulat- 
ing and Compression rings on 
all your jobs, you'll save argu- 
mentslater.ForPERFECTCIRCLES 
deliver their claims to the letter! 


A Perrect Circe jobber near 
you will provide prompt service 
on these better piston rings. 


The Perfect Circle Company 


Hagerstown, Indiana 














‘“‘The motor fumes in my car are terrible. 
We had the heater connections worked 
on, but it didn’t help a bit. My husband 
says new piston rings will stop it, and 
that you would know the kind he wants 
put in. You do, don’t you?” 
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Oil-‘Regulating e 
Type, 60c 4 
PAT. MARCH 29, 1910 


MAY 2, 1922 . 
Compression 


Type, 30c 


For each cylinder of your motor, you should 
have one PERFECT CIRCLE Oil-Regulating 
ring and two or more PERFECT CIRCLE 
Compression rings. This PERFECT CIRCLE 
combination constitutes the finest in piston ring 
equipment; stops Oil-Pumping and Blow-by; 
gives increased oil-mileage, thorough lubrication 
and maximum compression. 


ERFECT CIRCLE 


PISTON RINGS 
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FREDERICKS 








Rewinds 


A burned-out Armature 
may be a “piece of junk” 
to some people—but _ 

it is worth $6 to you! 


The CORE of an armature doesn’t burn out. And, 
when you send the core to us, instead of throwing it away, 
you make an EXTRA profit of $1 to $6, depending on 


the size and model of the armature. 


We rewind the indestructible core and give you an 
armature which cannot be told from a new one by any 
mechanical or electrical test. In fact, a Fredericks 
Rewind is made exactly as new armatures are made. 
Fifty operations, each followed by careful tests. Every 
operation done by a skilled armature worker. Specialized 
machinery used—some of it designed and patented by us. 
Just as in new armatures, both ends of a Fredericks 
Rewind are insulated—plus value! 








Send your next burned-out armature to Fredericks, if 
your jobber does not maintain an exchange service. We 
will send you a Fredericks Rewind the same day your 


order is received. H. M. FREDERICKS CO., Lock 
Haven, Pa. 
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TWO WAYS TO STOCK SPRINGS 


~eacaemaeceseecenaaaemaacaewnserenre” 
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ECLIPSE 


BENDIX DRIVE 


SI 


Service Station Stocks 


The new Eclipse Bendix Service 
Station Stocks have been developed 
to enable the repairman to give 
complete and dependable service 
on a maximum number of cars 
with a minimum investment. Ser- 
vice Station Stocks No. 1 enables 
the servicing of fully 75% of the 
cars in service today. Service Sta- 
tion Stock No. 2 is even more 
comprehensive, and enables the 
servicing of more than 85% of the 
cars. Filloutand mail couponbelow 
for complete information. 


Eclipse Machine Company 
Elmira, New York 
Department 7. 


We are interested in the new 
Eclipse Bendix Service Station 
Stocks. Please send complete in- 
formation, and names of nearest 
jobbers to 


Name 





Address 








L eceeeesceeouseeeeceoaseroed 





With the Yellow and Red Label 


Te suit the individual needs of everyone 


who services Eclipse Bendix Drives, two 
ways of stocking Eclipse Bendix Springs are 
offered. Ten Springs of the same type are 
packed in trade-marked boxes;ortensprings 
of eight different types are packed together. 
Each spring has the red and yellow label, 
with the trade-mark, “Bendix”—thesymbol 
of steady, dependable service. 


By using genuine Springs for the Eclipse Bendix 
Drive, you can always be assured that you are giving 
your customers the best. They conform to the same 
high standards that characterize the original Eclipse 
Bendix Drive and afford reliable, satisfactoryservice. 
You can get them from good jobbers everywhere. 


ECLIPSE MACHINE COMPANY 
ELMIRA, NEW YORK 


Eclipse Machine Co., East Orange, N.J. - Eclipse Machine Co., Ltd., Walkerville, Ont. 
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Do 


You are riding under the manufac- 
turers’ guarantees on the goods you 
sell. When you’re caught with a 
leaky guarantee it’s bad business 
because your customers look to you 
for satisfaction. 


Printed on the end of every Primax 
box are these words: 


WE GUARANTEE 


To replace without charge any 
Primax Ignition Transformer 
which fails to give satisfactory 
ignition service during the life 


of the automobile on which in- 

stalled, provided the wiring and 
mounting are properly done and 

“i BsHieg 


provided the transformer is not 
altered outside of our factory. 

















MAIL THIS COUPON NOW/ 


THORDARSON ELECTRIC MFG. CO. 
500 W. Huron St., Chicago, II. 


Send complete sales information and net trade prices 
on Primax Ignition Transformers. 








Address....... 
3564 





See eeeeeeeeeeeeeeeeeeeeeeeee 
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‘Manufactured by the World's Largest Makers of Fan Belts’’ 
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Ce Two franchises in one—ofjering cars from $895 to $2250: 
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Powerjyul Reasons 


why you can earn more profit next year 


with STUDEBAKER 





THE GREAT INDEPENDENT 


Another big reason why The Studebaker Commander 
outsells the combined totals of all other cars in the world 
of equal rated horsepower is that those other cars must 
sell for more than double $1495! 


Eight recent triumphs prove The Commander, now 
reduced to $1495, fully equipped, will out-perform all 
other cars selling below $2000! 


. 5000 miles in less than 5000 minutes © 


. New York Harbor to San Francisco Bay 
in 77 hours 40 minutes . . . new coast- 
to-coast record | 


. first and second places in A. A. A. 75- 
mile stock car race at Atlantic City 


. .. first, second and third places in A. A. A. 
stock car race at Charlotte speedway for 
cars listing below $2000 . . . 88 m. p. h. 


.up Pikes Peak Mountain (14,000 feet 
elevation) in 22 minutes 47 seconds 


Studebaker dealers are not restricted to The Commander 
alone—they sell a complete line of quality Sixes—$895 
to $2250, completely equipped. Write or wire today 
about this valuable Studebaker- Erskine franchise for 
your territory! Address Department 51, The Studebaker 
Corporation of America, South Bend, Indiana. 


STUDEBAKER 





ERSKINE SIX 
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3 New Profit-Building 
Models for Nash Dealers 


With customary sales aggressiveness Nash now widens 
still further its dealers’ opportunity to build sales 
higher and higher by introducing 3 new models of 
commanding distinction in their respective markets. 





October 20, 1927 








STANDARD SIX 


Cabriolet—$995 


f. o. b. factory 


Here is a car certain to be a very big and ready seller for it is 
the ONLY six-cylinder Convertible Cabriolet on the market 
that is listed below $1000. With top up it is a handsome closed 
car. With top back, windows lowered and concealed in the door 
panels, it is a smart open car. 





SPECIAL SIX 


Victoria—$1295 


f. o. b. factory 


This is a new 4-passenger model on the Special Six wheelbase 
that will bring an entirely new and widespread market to Nash 
dealers. The folding seat for the fourth passenger may be set 
forward out of the way when not in use. Beneath the rear deck 
is a large compartment for parcels and packages. 





SPECIAL SIX 
4-Door Coupé—$1445 
f. o. b. factory ' 


A striking new model of utmost charm and extreme quality. 
The back is attractively finished in leather. At the rear there 
is a big built-in nickel-strapped custom trunk. Though called 
a Coupé, this model has a full sized 5-passenger body. 


NASH 


Leads the World in Motor Car Value 
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y= great eights for IP 0) 


Prices as low as $1475 for 
distinctive enclosed models 


ITH four great series of Fights-in-line, 
the 75, 80, 85 and go, Gardner is 
first to standardize the Eight-in-line field. 
Think what Gardner dealers can do with 
this distinctively different line for 1928! 


They have an Eight-in-line to fit every 
pocketbook in the class above the low- 
priced fours—they invade the six field 
with Eights-in-line at the price of sixes— 
they have enclosed models on the famous 
Gardner chassis priced as low as $1475— 
modern motor cars distinctive in appear- 
ance and performance that will appeal to 
the most seasoned motorists. 


Gardner Dealers Make Money 


On top of these big sales features there 
are other things that make Gardner deal- 
ers happy—factory co-operation with a 
heart in it—factory officials who own the 
business—a sound plan to help dealers 
make money—and a liberal net profit on 
every sale or trade-in. 


You, too, may wish to make money with - 


Gardner—let us send you the whole 
story—just drop us a card with your 
name and address—we'll keep it confi- 
dential. 


THe GARDNER Motor Co., Inc., St. Louts,U.S.A. 





—that distinctively different motor car 
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Service Council 
Being Considered 


NACC Calls Conference to 
Plan Formation; Program 
Under Way 
FAVORS FLAT RATES 


NEW YORK, Oct. 18—Steps for the 
formation of an Automotive Service 





Council to function in service matters 


as the Motor Vehicle Conference Com- 
mittee does in legislative matters, were 
taken at a meeting of representatives 
of the leading automotive associations 
held recently in the offices of the Na- 
tional Automobile Chamber of Com- 
meree. The principle of the council 
was approved and arrangements were 
made for preparation of a program. 

Present at the meeting were Coker 
F, Clarkson, Society of Automotive En- 
gineers; Alfred Reeves, E. P. Chalfant, 
National Parts Association; R. W. 
Ruark, Automotive Equipment Associ- 
ation; Perey Chamberlain, Greater 
Market Development of the Automotive 
Equipment Association; Neal Adair, 
Motor & Accessory Mfgrs. Association, 
and E. T. Clark. American Automobile 
Association. 

C. A. Vane, National Automobile 
Dealers Association, and Earl Turner 
of the Automotive Electric Association 
were unable to attend, but wired their 
approval of the plan. 

The form of organization of the 
Automotive Service Council was not 
definitely determined but it will con- 
sist of representatives of the associ- 
ations involved, with a chairman to be 
selected by them. 

Work is now being done on a pro- 
gram of activity. A large number of 
possible avenues of service are seen 
but a few of the more important will 
probably be selected for immediate 
attention. Among these are promotion 
of a uniform course of training for 
mechanics; cooperation in promotion 
of shop equipment exhibits; promotion 
of flat rate and coordination by a pro- 
gram of service meetings. 





Hansen Joins the Exodus 


MILWAUKEE, Oct. 17—F. D. Han- 
sen, secretary and general manager of 
the Federal Pressed Steel Co. has sailed 
for an extended trip abroad. Foreign 
automobile markets are showing a very 
interesting demand for Federal pressed 
steel bumpers, Mr. Hansen states. 











Three Paragraphs 
—and a Tag Line 











apie ZENS is in Europe, 
exhibiting the complete 
line of Jordan cars at the 
Paris, London and Berlin auto- 
mobile shows. 

He became vice-president of 
the Jordan Motor Car Co., in 
charge of sales, when the little 
Custom Six was getting into 
production. 

Since the introduction of the 
Little Custom Six and the new 
Air Line Eight, the Jordan dis- 
tributing organization has in- 
creased 100 per cent, said a 
factory announcement in 
MOTOR AGE last week. 

Some European duchies and 
principalities still to be heard 
from. 











Ray Lynch a Jobber 

SPRINGFIELD, MASS., Oct. 20— 
Ray Lynch, sales and advertising man- 
ager of the Van Norman Machine Co., 
has resigned to take active part in the 
management of a Providence jobbing 
company in which he has bought an 
interest. 


GM to Go on Air 
With Big Hook-up 


Will Present “Most Lavish 
Radio Entertainment”’ 
Ever Offered 


CONTRACT FOR YEAR 


NEW YORK, Oct. 17—Beginning 
Nov. 7 General Motors Corp. will pre- 
sent what is described as the most 
lavish series of radio entertainment 
programs ever placed on the air. A 
chain of 28 stations of the National 
Broadcasting Co. will carry the pro- 
grams every Monday evening from 9.30 
to 10.30, eastern standard time. The 
contract covers the period of a year. 

Programs will be described as the 
“General Motors Family Party.” The 
car manufacturing divisions of the cor- 
poration as well as GMC Truck, Yellow 
Cab & Coach Fisher Body, Delco-Light 
and Frigidaire will be “hosts” on vari- 
ous evenings in accordance with a pre- 
arranged schedule. At first only radio 
stations east of the Rocky Mountains 
will carry the programs but later the 
feature may be extended to the Pacific 
Coast States. The best entertainment 
attractions will be employed. Bands, 
orchestras and individual entertainers 
will be introduced at various times. De- 
tails of the programs are not yet 
available, although officials state that 
an announcement will soon be made to 
the public. 

It is understood that Ford is plan- 
ning to resume raido publicity, to begin 
about the time of the introduction of 
the new car. It will be remembered 
that Ford was one of the pioneers in 
radio, discontinuing it about two years 
ago. 





_——____ — _ --——— 


R. E. Gardner in Europe 


NEW YORK, Oct. 19—R. E. Gardner, 
Sr., chairman of the board of the 
Gardner Motor Co. Ine., is now in 
Europe studying automobile conditions 
abroad and attending the Continental 
shows. He will be joined by T. E. 
Fowler, export manager, who sails the 
end of this week. It is also contemplated 
that R. E. Gardner, Jr., president of 
the company, or Halsey Dunwoody, vice- 
president and general sales manager, 
will make a pilgrimage to Europe next 
spring, further to continue the com- 
pany’s study of European types of 
motor car and also to observe the busi- 
ness outlook. | 
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Nutmeggers Have 
Visit From Tracy 


Sales and Service Club of 
Hine Co. Greet Oakland 
Executives 


HARTFORD, CONN., Oct. 18—At 
the fall meeting of the Connecticut 
Nutmeggers, a social branch of, by 
and for the sales and service personnel 
of the A. C. Hine Co., state distributor 
of the Oakland and Pontiac through- 
out the state, held at the sales room 
last evening, W. S. Tracy, vice-presi- 
dent of the Oakland Motor Car Co., 
was the guest of honor. The official 
was delighted in that 250 turned out 
for the event, the first of the fall and 
winter season. Mr. Tracy stressed the 
value of such an organization and ex- 
pressed the belief there is not another 
like it anywhere in the country. He 
spoke at some length on the value of 
service, stressing the fact that much 
of the repeat business is gained 
through this channel and admonished 
the gathering to pay full heed to serv- 
ice. 





Klingler In Seattle 

SEATTLE, WASH., Oct. 19—H. J. 
Klingler, general sales manager of the 
Chevrolet Motor Co., was in Seattle 
recently to confer with T. F. Hilde- 
brand, sales manager of the new Seattle 
Chevrolet zone, and Capt. C. H. Wells 
of C. H. Wells, Inc., holding the retail 
sales franchise for Seattle. He also 
addressed special gatherings of factory 
field men and dealers and retail salesmen 
of the Western Washington territory. 


N. E. Pierce-Arrow Moves 

BOSTON, Oct. 18—The  Pierce- 
Arrow Sales Corp. has just moved from 
Armory street into the large building 
at 870 and 872 Commonwealth Ave., 
formerly occupied by the Kissel Motor 
Car Co. of New England and the 
Gleason Motor Co. 
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The move gives the Pierce-Arrow a 
large frontage on automobile row, with 
large show rooms and service station. 


Avery, Ford Official 


Goes to Murray Corp. 
DETROIT, Oct. 19—The resignation 
of C. W. Avery, chief development en- 
gineer of the Ford Motor Co., to be- 
come assistant to the president of the 
Murray Corp. of America, was an- 
nounced today by Wm. Robert Wilson, 
president and chairman of the board of 
the Murray organization. Mr. Avery 
takes over his mew duties immediately, 
and these will connect him with the 
various Murray affiliated companies in- 
cluding J. W. Murray Mfg. Co., Diet- 
rich, Inc., and Jenks & Muir Mfg. Co. 
Mr. Avery entered the Ford organi- 
zation 15 years ago from the faculty 
of the Detroit University School and 
starting as a shop student advanced to 
the position of associate general super- 
intendent of the Highland Park plant. 








Found Pineda Chevrolet 


NEWTON, TEX., Oct. 15—The Pin- 
eda Chevrolet Co. was organized and 
incorporated here last week. 






Motor Aye 


Assistant Again 


Returns to Post Formerly 
Held; More Recently 
Field Secretary 





CHICAGO, Oct. 19—B. W. Ruark, 
recently field secretary of the Automo- 
tive Equipment Association, has been 
appointed assistant to the commissioner 
of the association, succeeding J. E. 
Duffield who resigned Oct. 1. 

Mr. Ruark is a veteran in the asso- 
ciation, having entered its employ in 
1922 as a field secretary and being 
promoted to the post of assistant to the 
commissioner early in 1925. From 
March, 1926, to April, 1927, he was 
affiliated with the radio interests having 
headquarters at Chicago, returning to 
the automotive equipment field in May 
of this year as field secretary of the 
Automotive Equipment Association. 

For more than nine years prior to 
joining the Automotive Equipment 
Association in 1922, Ruark had been 
identified with several of the leading 
jobbers and mantfacturers in the auto- 
motive industry. 


Means Back With A. A. A. 
WASHINGTON, Oct. 17—The ap- 
pointment of Arthur H. Means, well 
known motor racing official of New 
York, to the position of assistant sec- 
retary of the contest board of the 
American Automobile Association, has 
been announced here by the board. 
From 1919 to 1923 Mr. Means was 
secretary of the board, retiring in 1923 
to enter the automotive accessory field. 


Klingler and Fuhr in West 

SACRAMENTO, CAL., Oct. 19—H. 
J. Klingler of Detroit, general sales 
manager for the Chevrolet Motor Co., 
accompanied by E. W. Fuhr, western 
regional sales manager, and W. J. 
Burns, sales manager at Oakland, spent 
Oct. 5 and 6 calling on local trade. 

















TANLEY W. SMITH came 








all the way from San Fran- 
cisco, where he headquarters as 
Hudson-Essex distributor for 





(all Again, Say We 


RANKLIN A. Miller, vice- 
president and salesmanager 
of the Gill Mfg. Co., Chicago, 
felt perfectly at home on his 








northern California, to tell us 





















what a goshallhemlock editorial 

job we are doing with Motor AGE. We 
retaliated by complimenting him on the 
sockdolager merchandising job he is 
doing with Hudson-Essex. It is always 
a meeting of the Mutual Admiration 
Society when Stanley and Ye Editor 
get together. We like us. 


* * * 


R W. (Doc) PROCTER, Sales Man- 
e ager of the Black & Decker Mfg. 
Co., Towson, Md., told so entertain- 
ingly how he has had to rewrite all his 
speeches since the “Two Black Crows” 
were put on the phonograph records, 
that we forgot to thank him for the 


fine Italian briar Black & Decker 
pipe we got, with his compliments, at 
Johnstown a few weeks ago. Come out 
to the house some time, Doc. Maybe 
you can persuade the wife to let us 
smoke it. 


* *K * 


ERCY CHAMBERLAIN, who is 

helping Harry Moock put over the 
Greater Market Development cam- 
paign of the A.E.A., reported that he 
has not been seeing Motor AGE lately. 
His loss has been somebody else’s gain 
in the A.E.A. offices, but oh, what he 
has been missing! 


He’d be surprised. 


visit. He was formerly in 
charge of the Direct Mail Divi- 
sion of the Chilton Class Journal 
Company. 


eet 


* ** * 


J LAWRENCE COVERT, vice-presi- 

* dent in charge of sales for Walter 

H. Eagan and Co., Philadelphia manu- 

facturers of high pressure car washers, 

foresees a clean-up business in 1923. 
* cs Kk 


OBERT D. BLACK, the Black & 

Decker advertising manager, had 
a lot of fun with that Ford Six Cylin- 
der advertisement we reprinted from a 
1905. issue of Motor AGE, he told us. 
And Bob has a few ideas on present- 
day automobile salesmanship. 
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Here’s an “Action” Window Display 


“The first Sunday that this display was installed,’ writes H. H. Bensfield, F. J. Frederick, Inc., San Francisco, who sent in the 
photograph, “we counted more than 2000 persons who actually walked into our showroom and all during its week of action 


it proved a big attraction. 


heard for blocks.” 


All wheels were going ’round and the exhaust pipe, brought out under the floor, could be 
Nex-t-t-t gentleman—send ’em along 





Norwood Plant Is 
Host to Thousands 


CINCINNATI, Oct. 19—Open house 
was kept at the plant of the Chevrolet 
Motor Car Co. and the Fisher Body 
Corp. in Norwood last week, in order to 
give thousands of residents of Cin- 
cinnati and vicinity an opportunity to 
watch the manufacture of Chevrolet 
motor cars and Fisher bodies. 

The management had one hundred 
guides at the disposal of visitors Tues- 
day, Wednesday and Thursday and the 
route through the plant was marked 
plainly with the guides stationed at 
advantageous points to tell visitors the 
particular operation at that particular 
point. Visitors saw the assembly of 
cars from the riveting of frames to 
loading for shipment and showed much 
interest in application of Duco and the 
installation of upholstery in the body 
plant. 


Long Builds New Plant 


DETROIT, Oct. 19—The Long Man- 
ufacturing Co., manufacturer of auto- 
mobile radiators and clutches, has 
broken ground for the first unit of 
their new factories at Dequindre and 
Hollick streets, according to J. L. 
Dryden, of that company. The new 
factory will house the clutch division 
and power house. The plant and equip- 
ment are scheduled to be in operation 
In three months. 








Trucks at Show 


NEW YORK, Oct. 17—Trucks to be 
exhibited at the national automobile 
shows are American LaFrance, Chev- 


rolet, Corbitt, Cunningham, Federal, 
G. M. C., Graham, Larrabee-Deyo, Reo, 
Roamer, Sayers & Scoville, Schacht, 
Selden, Star, Stewart, Studebaker, 
Stutz, Ward and Yellow. Yellow taxi- 
cabs also will be shown. All of the 
passenger car makers selling nationally 
will exhibit. 








Bill Balloon, Tired of 
Inaction,T akes the Air 


SALEM, ORE., Oct. 18— 
“Oh, where is my wandering 
balloon tonight!” was the cry 
of a quartet of leading Oak- 
land-Pontiac dealers, who ex- 

hibited here at the annual state 
fair. In connection with their 

exhibit they had a 22-ft. bal- 
loon tethered to the roof of the 
automotive display building by 
a steel cord 150 ft. long. On 
its lacquered sides were the 
words “Oakland” and “Pon- 
tiac.” The huge bag was the 
magnet for all eyes and at 
night it was illuminated by two 
powerful spotlights. 

On the second day’s showing 
some miscreant climbed on the 
roof and cut the steel cord, 
and in spite of the SOS which 
has gone forth the expensive 
wandering balloon is still wan- 
dering around in the ether. 
Those interested were Vick 
Bros., Salem; Collins Bros., of 
both Seattle and Portland and 
the First Motor Company, of 
McMinville. 

















a 





Gramm Finance 


Gets Ohio Charter 


DELPHOS, OHIO, Oct. 19.—Papers 
have been filed with the Secretary of 
State chartering the Graham Finance 
Co., with a capital of 6000 shares of 
stock, to orerate a finance company to 
aid individuals and firms to purchase 
Graham trucks. The company is per- 
mitted by its charter to deal in nego- 
tiable paper of all kinds. Of the cap- 
ital 2500 shares are no par value com- 
mon and 3500 shares $100 par value 
preferred. 

Incorporators of the company are 
Joseph Jettinghoff, Rudy Jettinghoff 
and Arnold B. King. 


Baldwin Adds to Plant 

PONTIAC, MICH., Oct. 19—The 
Baldwin Rubber Co. announces plans 
for the erection of two new buildings 
as additions to its plant here. The new 
units will comprise an office and a 
manufacturing building to cost approx- 
imately $50,000. Machinery and equip- 
ment will represent an additional ex- 
penditure of $200,000. The company 
manufactures such rubber products as 
floor mats and running board material. 








Henshaw Moves Truck Dept. 

BOSTON, Oct. 18—The commercial 
department of the Henshaw Motor Co., 
selling Graham Brothers trucks, is be- 
ing moved next week from 868 Com- 
monwealth Ave. to 991-993 Common- 
wealth Ave. next door to the salesrooms 
where the Dodge Brothers cars are be- 
ing retailed by the company. This will 
bring the entire line together in two 
adjoining buildings. 
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Leon German and 
Zimmerman Sail 


Peerless Rusiaiiees Will See 


London Show and Tour 
Europe 





CLEVELAND, Oct. 20—In spite of 
the fact that European manufacturers 
now come to America to learn the 
secrets of America’s leadership in the 
world’s automotive market, American 
manufacturers can learn things in the 
European factories, according to a 
statement made by Leon R. German, 
vice-president of the Peerless Motor 
Car Corp., on the eve of his departure 
last Thursday for London. 

Mr. German, with Walter Zimmer- 
man, Peerless export manager, will at- 
tend the London Automobile Show 
where the Peerless exhibit has a con- 
spicuous position. 

After seeing the brilliant array of 
cars in the annual British motor event, 
both Mr. Zimmerman and Mr. German 
plan an extended tour of the European 
countries, to. visit the factories where 
European cars are made, and to study 
automobile marketing conditions in 
Europe. 

An inspection trip of Peerless’ Euro- 
pean distributors’ territory is scheduled, 
particularly in Great Britain, where 
the two Americans will be accompanied 


by representative of Alvarez, Inc., 
Peerless and Rolls-Royce dealers in 
London. 





Marmon Names Blaine 


Chief Body Engineer 
INDIANAPOLIS, Oct. 20—In line 
with the engineering expansion pro- 
gram of the Marmon Motor Car Co., 
Thomas J. Litle, Jr., chief engineer, has 





E. C. Blaine 


The voice with a smile wins again. 


me-* fs new chief 


Blaine, Marmon’s 
body engineer 
(See story in column at left) 





announced the appointment of E. C. 
Blaine as chief body engineer in charge 
of the newly enlarged body department 
at the Marmon plant. 

Mr. Blaine comes to the Marmon 
company with a long record of success- 
ful work in automobile body engineer- 
ing. He was associated with both the 
General Motors and the Locomobile or- 
ganizations and also was chief engineer 
at the Indianapolis plant of the Murray 
Body Corp. 





Motor Age 


Cliff Woodbury is 
Dirt Track Champ 


Wins A.A.A. Title at Detroit: 
George Souders Places 
Second 


DETROIT, Oct. 17—Cliff Woodbury, 
Chicago, won the American Automobile 
Association dirt-track championship 
race here today by taking the first two 
50-mile heats and finishing third in the 
last heat for a total of 24 points. 
George Souders, of Indiana, finished sec- 
ond in the last two heats and won the 
third for 22 points and second place. 

Wilbur Shaw, of Detroit, finished 
third, and Dutch Bauman, of Indianap- 
olis, fourth. 

Woodbury’s best time was an average 
of 80 m.p.h. for the first heat. The 
point system used by the A.A.A. in 
scoring a heat race is based on place- 
ment alone. 

Much excitement attended the race 
which was of the thrill variety, and 
there were times when it appeared as 
though any one of the other three point 
winners, exceptionally good drivers all 
of them, would romp home with the 
first two races, both of which were 
hotly contested. 








Dudley New York Head 
for Campbell-Ewald Co. 


DETROIT, Oct. 17—Lynn B. Dudley, 
formerly advertising manager of the 
Federal Motor Truck Co., has been ap- 
pointed branch manager of the New 
York offices of the Campbell-Ewald Co., 
advertising counsel, according to H. T. 
Ewald, president. Mr. Dudley has been 
identified with the advertising business 
for 12 years and had his first experience 
with the Campbell-Ewald Co. 
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+ Do Figures Lie? “4 x ™®% xX xX 


HEN we ask the question “Do figures lie?”’ we sense instinctively how and whither the minds of 

\ \ our faithful readers will roam. Thus it becomes our moral duty at the very outset to detour those 
vagrant thoughts into the proper channel. And that channel has nothing to do with anatomy. The 
figures we mean are those commonly referred to by statisticians as “cold.” As you are aware there is a 
popular adage to the effect that “Figures do not lie.” On the contrary, figures can lie and all because of 
improper accounting. A remedy for this condition is furnished by Moror AGE in the Oct. 27 issue in the 
form of an article entitled “Do Figures Lie? Yes!” which details with illustrated forms a simplified book- 


keeping system that can be used by the city dealer doing a ‘million-dollar volume as well as the small- 
town dealer with average volume. 


+ + + + + 


EEKLY POW-WOWS” is the title of an article in next week’s Motor AGE written by none other 
than Albert Champion, president of the AC Spark Plug Co. 
organization meetings and in his article he suggests an agenda that has found greatest favor with dealers 
who make a practice of holding regular staff meetings. 


x xX x x x 


OREAS comes apace, as the poets say, and in preparation for his advent you will find a timely and 


instructive article next week bearing the reminiscent title of “When the Snow Flies Electrical 
Troubles Begin.” It’s for the Boys In the Back Room. 


Mr. Champion knows the value of 


+ + + + 
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Test Lire Tax in 


Florida and Win 


Declared Unconstitutional for 
Second Time; Probably 
Will Be Can’d 


ATLANTA, Oct. 17—Tire and acces- 
sory dealers in the Southeast have 
learned with considerable interest that 
a second test case of the validity of the 
Florida state tax on automobile tire 
dealers has been decided in favor of 
the dealers, the latest case being a de- 
cision of the Circuit Court at Tampa, 
Fla. which has declared unconstitu- 
tional the law enacted by the Florida 
Legislature at its last session. 

In the most recent case a well known 
tire dealer at Tampa submitted volun- 
tarily to arrest in order to put the law 
to a still more thorough test, and the 
decision was handed down in the case 
by Judge Robles, of the Circuit Court, 
who declared that the law was uncon- 
stitutional because of unjust discrim- 
ination in that it provided a different 
scale of taxes for dealers in towns or 
cities of different size. 

It was also Judge Robles who had the 
decision in the first case, the new case 
being brought at the suggestion of the 
Florida Attorney General on account of 
the fact that the former case was a lit- 
tle premature, in that the tax was not 
collectible until after Oct. 1, 1927. 








Two Chevrolets Have New 
and Attractive Coloring 


DETROIT, Oct. 19—Chevrolet deal- 
ers are now showing the Imperial lan- 
dau and cabriolet in attractive new 
color schemes. The landau is now 
available in Bloomfield gray lower and 
black upper structure, with tan strip- 
ing, and wheels. Cabriolets are fin- 
ished in jet black with tan striping and 
top. Prices remain unchanged. 


Half Million for Oklahoma 


OKLAHOMA CITY, Oct. 19—Auto- 
mobile registration for Oklahoma for 
1927 will pass the half million mark, 
Officials estimated. 

The total registration to date for 
1927 includes 460,000 cars, trucks and 
motorcycles. The gross revenue re- 
ceipts from these cars amounts to over 
$5,000,000. 

Tulsa County held the registration 
last year and will probably lead again 
in 1927, 








Rouse Takes Paris Trip 


SACRAMENTO, CAL., Oct. 12— 
Among those who attended the Ameri- 
can Legion convention in Paris was 
Willard P. Rouse, local Willys-Knight- 
Whippet dealer. Following the conclu- 
sion of the convention Rouse, who was 
one of accredited delegates from the 
local legion post, began a two months’ 
tour of Europe. 











By Lewis C. Dibble 


It’s no wonder Europeans think a second Legion convention is being 
q held on the Continent with so many high moguls of the automotive 
industry in Europe. Hardly.a boat sails from New York without some 
American automobile dignitaries aboard. Among the higher lights who 
are abroad are: C. W. Nash, Walter P. Chrysler, Alfred P. Sloan, Jr., 
Leon R. German, F. M. Zimmerman, Albert Champion, Paul Zens, and many 


others including leading sales and engineering executives of various manufac- 
turers. 
% * * * 
Human cars won’t be worth a gosh darn to automobile inspectors 
q in detecting motor car noises in the future if R. R. Todd has his 
way. The chief inspector of Oakland says a man’s listeners are 
anything but efficient for such work and he believes ‘the day is 


coming when mechanical ears will take their pines © in the industry. 
What next? 
* * * * 





John Nichols, Jr., is wearing a broad, satisfying smile these days, and 
_ he should. As president of Falcoln-Knight he has been a mighty fac- 
tor in firmly establishing. this young company as an important unit of 
the industry. Mr. Nichols tells me his company manufactured 10,000 
cars during the first six months. Now he has issued orders to expand 
the factory at Elyria to make ready for producing 35,000 cars in 1928. 
% ¥* %* * 
Now and then 1 we hear of school teachers who have been. isan successes 
in the automobile business. C. W. Avery is one of. them. He has 
resigned as chief development engineer of the Ford Motor Co. to become 
assistant to the president of the Murray Corp. of America. When 
Avery gave up school teaching 15 years ago and went to work as an 
apprentice for Ford he soon impressed with his ability as a production expert 
and advancements came rapidly. He has been credited with creating and 
supervising the installations of many of the mass production methods used 
in Ford plants. With such a vast experience he should carve a ‘gtill greater 
name for himself in the body-building field. 
* * * * é, 
They’re telling a rather frivolous story that Henry Ford is sitting 
up nights planning a gigantic parade to celebrate the production | 
of his first new car. They say Henry and Edsel will be on hand > 
and will drive the first one off the production line at. the Fordson 
plant and will head a mammoth procession of ancient vehicles 
from the Ford museum. With the Ford Motor Co. band and. a detachment 
of 97 policemen they plan to parade over 47.3964 miles of Detroit streets 
after which they will drive across the new international bridge to Canada. 
Engineers are rushing construction of the bridge in anticipation of the 
ceremony and expect to have it completed in about five years. 
* * x 
Anyone who knows C. E. Dawson is safe in predicting that General 
Motors fleet sales will make some rapid advances next year. Mr. Daw- 
son has just taken hold of a new department for the corporation which 
will devote its entire attention to fleet merchandising. Fifteen years’ 
experience with Chevrolet, both as sales manager and assistant sales 
manager, fit him admirably for the task and wishes for the best o’ luck go out 





% % % * 


J. W. Frazer tells us dealers are going after Chrysler franchises like hot 
cakes. In a recent period of seven weeks 607 new dealers applied and 
were granted franchises. That’s what one calls a “Great New Illustrious 
Record.” At any rate Chrysler’s sales manager says the keen demand 
for the new Chryslers is at the bottom of all this activity by dealers. 
¥* *% * % 

“Flip” O’Leary has a list of acquaintances in the automotive industry 
as long as your arm, though hardly a person knows “Flip’s” first name. 
The initials, at least, leaked out the other day, however, when it was 
announced that P. S. O’Leary has been made a sales engineer of the 
Biflex Products Corp. “Flip” will work out of the Detroit office as 
assistant to Floyd (Honey Boy) Anome 


var 


* * 


R. H. Baldwin says his ations is stretching so fast that he’s going to 
build a quarter million dollar addition to the Baldwin’ Rubber Co. at 
Pontiac. The company makes rubber floor mats and ‘running board 
coverings, etc. : 


































































14 


Hartz Crash Halts 
Race; Fires Track 


Veteran Driver. Badly Hurt 
in Brush With Lockhart 


at Salem 





SALEM, N. H., Oct. 17—A halt was 
called in the 200-mile sweepstakes held 
here Columbus Day, when a spectacular 
crash sent Harry Hartz to the hospital, 
badly injured, and set fire to the track 
in four places. 

The accident occurred on the fifty- 
second lap of the scheduled 200-mile 
grind when Hartz, attempting to snatch 
the lead from Frank Lockhart by a 
terrific dash directly in front of the 
grandstand, lost control of his car while 
traveling at a 126-mile-an-hour clip. 
The machine skidded down the boards 
to the dirt, overturning once and hurling 
Hartz 35 feet. 

Bursting into flames, the car bounced 
back on to the track and rolled over four 
more times, starting four fires along 
the infield rail. While the ambulance 
crew, pit mechanics and the track fire 
apparatus started for the injured man 
and chemicals poured on the flames 
threw dense clouds of black smoke 
across the track, blinding the rest of 
the flying field, race officials hastily 
flagged the drivers off the boards. 

Hartz was conscious when he reached 
the field hospital and later was re- 
moved to the Lawrence General Hos- 
pital, where it was said he had suffered 
a deep gash in his head and a broken 
leg. His condition is serious. 

After a hasty conference with other 
officials, Referee A. T. Hart decided to 
call the race a contest, allowing the 
drivers to “place” in the order in which 
they were driving when the starter’s 
warning flag halted the race and to 
stage another race of seventy-five miles, 
splitting the total cash prize of $25,000 
and A. A. A. championship points 
among place winners of the two races. 


Decision Gives Lockhart First 


The decision gave Lockhart first 
place; Hartz, second; Peter De Paolo, 
present championship _ point-leader, 
third; Babe Stapp, fourth, and Cliff 
Woodbury, fifth. 

Five of the fifteen starters had been 
forced off the track when the halt was 
called, four because of engine trouble, 
and Dave Burns, because of something 
in his eye. 

Examination of Hartz’ car showed 
that the accident could not have been 
caused by a bursting tire, as was first 
believed. The rubber was intact and 
race officials explained that the racer 
apparently lost control of his machine. 

Two ten-mile sprints, which preceded 
what was to have been the 200-mile 
race, were won by Hartz and Wood- 
bury. Hartz finished in 5:12.45, and 
Woodbury, in 5:14. Peter Kreis was 
second, and Frank Elliott third to 
Hartz, while Lockhart and De Paolo 
followed Woodbury. 





Motor Age 





By SAM U. L. SPARKS 


I SEE where a Yankee has been appointed financial adviser to the Bank of 
England, and a group of Americans has went to the Orient to study 
earthquakes. 











The earthquake studiers had ought to of went to the British Isles. 


* * * * 


Some guys seem to think that just because they know their onions, they had 
ought to take the other guy’s breath away with their strong arguments. 

For a good illustration of how things hadn’t ought to be done, you had ought 
to see and hear some of the maiden efforts, if you know what I mean, of Harold. 
Harold is a lad from a good family here at Sparks Corners which I have took 
under my guidance to learn him the “motah cah business,” or as he would no 
doubt say, he has become my Pro T. J. 

Harold was O. K. until he went to one of them boarding schools to 
get some hire education, and now you would think he was the whole bored 

of education, but I know his Pa and Ma, and I told them I would do the 

best I could with him. 

Well, Harold read in a book somewhere that a salesman hadn’t ought to 
let a interview get beyond his control and he made out that the way to keep 
control was to keep talking. In the stead of listening to his prospect, he would 
shut him off and go on reciting the patented sales talk which he had learned 
it by heart. 

“I prefer a motor with a seven-bearing crankshaft,” his prospect would say, 
“because it—” 

“As I was saying,” Harold would break in, telling him about the “pillowy 
smoothness” of the springs, and if his prospect didn’t get tired of hearing him 
do all the talking and didn’t get sore at him for paying no attention to what the 
prospect had to say, he would finely and eventually come to the counter-balanced 
crankshaft, which, he says, is the only way in which vibration can be completely 
eliminated. 

“But,” says his prospect, “I understand the seven-bearing—” 


Sed! 


Harold interrupts him again, and as you maybe can guess, the prospect 
finely got disgusted. Harold says he was “unreasonable” because he wouldn’t 
listen to him. A coupla days later the prospect comes to me and says, “Sam, 
what do you think of the seven-bearing crankshaft?” 

“Well,” says I, “I know some good cars with that kind. What do you think 
of them?” 

The prospect was one of them which has read the literature of a competitor 
and he rattles off what has been wrote about this car. I listened to him, and 
I asked him a few questions, and when he is through talking, I tell him, of 
course, they’s some mighty good motors with seven-bearing crankshafts, but— 

And when I start telling him about the Half-past Six, he listens to me, 
because I listened to him, and when I switch on to other points of the Half-past 
Six he is still listening, and before long I have sold him. 

“How did you do it?” Harold wants to know. 








O 


-_—_— 
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“As long as your prospect has something on his chest,” says I, “you can’t sell 
him until he gets it off, and the easiest way is to let him do his talking when he 
wants to do it. And it don’t do no harm to agree with him on some points. It 
will show him that you are fair, and he will be fair enough to listen to you. 


: salesman had ought to be a good talker, but first he had ought to be a good 
istener.” 
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Californians Visit Chrysler Plant 


EET,—S. W. Munroe, director of sales, The Chrysler Corp.; Geo. J. 

Weber, vice-president of the H. O. Harrison Co., San Francisco, Chrysler 

distributor in central and northern California; Perry H. Greer, of the Greer- 

Robbins Co., Los Angeles, distributor in southern California; C. S. Bash, 

Pacific coast regional manager, and Ray Gould, manager of the Greer-Robbins 
Hollywood branch 





Judge Holds Detroit Three 
Cent Tax Unconstitutional 


DETROIT, Oct. 17—In issuing a 
permanent injunction against John S. 
Haggerty, secretary of state, against 
collecting the three-cent gasoline tax 
recently adopted by the state legisla- 
ture, Circuit Judge Guy A. Miller of 
Detroit, holds that the new law is un- 
constitutional. 

From Lansing comes word that W. 
W. Potter, attorney general, will take 
an appeal to the state supreme court 
asking for a stay of Judge Miller’s re- 
straining order, until an appeal from 








the decision could be submitted which 
would have to wait until a majority 
of the Supreme Justices could be as- 
semb!ed. 





Heads Knight-Overland Co. Sales 

SAN ANTONIO, TEX., Oct. 19—J. 
Roy Murray, general manager of the 
Knight-Overland Co., distributor for 
Southwest Texas, announces the ap- 
pointment of Louis S. Davis, well-known 
San Antonio automobile man, as general 
retail sales manager, with duties in- 
cluding supervision of Willys-Knight, 
Whippet and used car sales. 





Feeding 1700 Is a Cinch 


"I°HE new cafeteria which the Oakland Motor Car Co. opened recently 

on the ground floor in the main building of the Pontiac Six factory at 
Pontiac, Mich., is said to be one of the largest and most completely equipped 
factory lunch rooms in the world. The white porcelain tables in the cafeteria 
offer a seating capacity of 1500 in addition to equipment for 200 diners in 


a smaller adjoining room 





Ford’s New Car is 
Three Weeks Away 


First Cars on Assembly in a 
Few Days; Model “T” 
Parts Plentiful 





DETROIT, Oct. 17—Following a 
statement issued to the public today by 
the Ford Motor Co. that the new car 
will be in production in a few days, 
an official of the company told The 
Chilton Class Journal Co. that public 
announcement of the car will not be 
made until every Ford dealer has at 
least one car for display. There are 
still 10,000 dealers in the vast Ford 
organization to be “supplied,” he said, 
and he also definitely stated that the 
car is at least three weeks away. 


The statement which was issued by 
the Ford company stated in part: 

“Preparations for production on a 
full capacity basis are proceeding rap- 
idly. The manufacturing plants have 
been at work for several weeks turning 
out major parts of the new car and a 
few days more will see the famous 
Ford assembly line in operation to pro- 
duce the first of the new type car.” 
The announcement stated also that 
125,000 orders have been placed with 
down payments and 250,000 orders 
without payments. More than 65,000 
men are at work in the Ford plants to- 
day and are earning more money than 
the 90,000 employed at the peak of 
Model T’s production. 

The statement reads further: 

“The manufacture of the new en- 
gine blocks, axles, wheels, pistons, 
crankshafts and other major parts is 
now under way and the first assembly 
of new bodies has started. 


Plants Have Greater Capacity 


“The capacity of the Ford plants for 
both manufacture and assembly have 
been increased greatly since produc- 
tion of the Model T was suspended 
early in the summer to make way for 
the new car. The assembly line, for- 
merly at the Highland Park plant, has 
been removed to the Fordson plant on 
the River Rouge, where its capacity 
has been doubled. The Highland Park 
plant, in turn, has been converted to 
the manufacture of certain body and 
other parts exclusively. 


“The greatest single day’s produc- 
tion in the history of the Ford Motor 
Co. was achieved about two years ago, 
when a little over 8000 Model T cars 
rolled off the Ford assembly lines dur- 
ing the period of 24 hours. At that 
time, however, the manufacturing 
equipment was not as extensive as it 
is today and Ford engineers are confi- 
dent that record will be surpassed very 
early in the production of the new Ford. 

“Ford officials estimate that for sev- 
eral years to come nearly a third of 
the plant operations here will be de- 
voted to Model T parts.” 
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Seven Major Races 
Scheduled for 1928 


Schedule Announced After 
Convention Held in 
Paris 





WASHINGTON, Oct. 17—Dates for 
the 1928 major automobile races 
throughout the world were announced 
this week by the automotive division 
of the Department of Commerce, based 
on cable information from the sporting 
committee of the International Associ- 
ation of Recognized Automobile Clubs, 
which has just fixed the 1928 schedule 
at a meeting in Paris. 

The major events are as follows: 
May 30, Grand Prix of Indianapolis; 
July 1, Grand Prix of Automobile Club 
of France; July 15, Grand Prix of 
Germany; July 29, Grand Prix of 
Spain; Aug. 12, Grand Prix of Royal 
Automobile Club of Belgium; Sept. 2, 
Grand Prix of Italy, and Sept. 22, the 
Grand Prix of Europe, under the 
auspices of the Royal Automobile Club 
of Great Britain. 





British Business Halts 
Pending Olympia Exhibit 

WASHINGTON, Oct. 17—The Brit- 
ish industry is reported “marking” 
time until the Olympia automobile show 
this. month at London is over, accord- 
ing to cable advices to the automotive 
division of the U. S. Department of 
Commerce. 

Reviewing. automotive conditions in 
that country at present, the American 
trade commission says: 

“The industry is marking time, pend- 
ing the Olympia shows. Production 
and sales have been reduced consider- 
ably in the home market although the 
export volume is well maintained. 
Little new business is anticipated until 
the motor shows have taken place. 
British manufacturers and imporiers 
of American and other cars are con- 
centrating on new models. One Ameri- 
can car in the $1,200-$1,500 class, in- 
troduced in the British market in 
September, has been well received. 
Substantial price reductions by several 
firms, notably Morris, Austin and Clyn 
have been announced. The popularity 
of closed cars is increasing.” 


Franklin Officials Abroad 


SYRACUSE, N. Y., Oct. 17—Ed. G. 
Willems, expert counsel for the Frank- 
lin Automobile Co., and J. Frank de 
Causse, body designer, are both in 
Europe and are attending the Paris 
and London shows. 








Pendell Takes on Olds Line 
LOS ANGELES, Oct. 20—H. G. Pen- 
dell, formerly distributor of the Elear 
for southern California, has been ap- 


pointed a neighborhood Oldsmobile 
dealer. 


Motor Age 














Read the Ads and 


Answer All These 


‘wd recent quizzes dealing with slogans, trade names and other data 


gleaned from current automotive advertising have been so popular 


that we are impelled to publish this week a list of ten similar questions, 
culled from the great mass of queries sent to us, with their answers, by 
readers. We should certainly be informed on these details of the world’s 
greatest business. Yet we once knew a salesman, selling the same make 
of car for ien years, who was unacquainted with the slogan of that car. 
The slogan had been a part of every advertisement published by the factory 
during all those years. Have you sent in your questions and answers yet? 


10. 


1. “Jayenel” identifies what product of what company? 
(Asked by Tom Hudson, Buffalo, N. Y.) 
2. “They don’t buy if they go by” is an advertising slogan of 
— (Asked by J. A. Maginnis, Cleveland, 
io. 


3. What company features “Slangy Sam” in its advertising? 
(Asked by C. K. Brauns, Detroit, Mich.) 


4. What is a “pretzel,” automotively speaking? (Asked by 
F. O. Kirkpatrick, Chicago, III.) 

5. “Vitalic” is a trademark of what company? (Asked by 
L. G. Wilcox, Cleveland, Ohio.) ‘ 

6. The “Airman” is the new model of what make of pas- 


senger car? (Asked by Tom Hudson, Buffalo, N. Y.) 
3. bh is “Tungar?” (Asked by W. I. Ralph, New York 
ity. | 
8. “Anti-Shox” identifies what new product of what com- 
pany? (Asked by F. O. Kirkpatrick, Chicago, III.) 
9. “Inertia” is the trade name of what new product of what 
company? (Asked by W. I. Ralph, New York City.) 


10. What is a Moto-Gard? (Asked by Tom Hudson, Buf- 
falo, N. Y.) 


ANSWERS TO OCT. 13 QUESTIONS * 


‘Turning Water Into Gold” identifies the Hardie Car Washer, product 
of the Hardie Mfg. Co., Hudson, Mich. (Asked and answered by A. F. 
Hurd, Beckley-Ralston Co., Chicago, III.) 


‘‘Time wasted waiting for a Hand Tool is money lost’”’ is an argument 
used in the current advertising of the Alvord-Polk Tool Co., Millers- 
burg, Pa. (Asked and answered by Matt Dittman, Phila., Pa.) 


“Standitall’”’ is the trademark of’ the auto radiator made by J. C. 
Black Mfg. Co., Inc.,.Oil City, Pa. (Asked and answered by L. G. Wil- 
cox, Cleveland, Ohio.) 

An Oilostat is a device to shut off the flow of gasoline, obviating dam- 
age to the engine from a variety of causes. It is manufactured by 
the Biflex Corporation, Waukegan, Ill. (Asked and answered by F. O. 
Kirkpatrick, Chicago, III.) 

“If it’s a Moto Meter product, it’s a leader in its line’ is a slogan of 
the Moto Meter Company, Inc., Long Island City, N. Y. (Asked and 
answered by P. J. Philpott, New York City.) 

““Va-Car” is the trademark of the Virginia-Carolina Rubber Company, 
Richmond, Va. (Asked and answered by Matt Dittman, Phila., Pa.) 
Hexdees are shock absorbers manufactured by the Detroit Steel Prod- 
ucts Company, Detroit, Mich. (Asked and answered by C. K. Brauns, 
Detroit, Mich.) 


Duco is a trade name coined by Joining together the first two letters 


of the two’words, DuPont Company, the name of the manufacturer. 


(Asked.and answered by D. C. Taylor, Phila., Pa.) 


An ilerlite is a stop-light that continues to wave back and forth as 
long as the foot is on the brake. It is manufactured by the lIler 
Electrical Mfg. Co., Cleveland, Ohio. (Asked and answered by A. J. 
Maginnis, Cleveland, Ohio.) 


Stormizing is a method of cylinder renewing sponsored by the Storm 
Mfg. Co., Inc., manufacturers of a machine for that Purpose. (Asked 
and answered by Walter E. Dexter, Chicago, III.) 





* These answers are not guaranteed to be correct but have been obtained 


from. sources .we believe to be reliable. . 


} 
; 


ew ne 2 ee owe: oe 8 























~ rw ene — 











am 26 an. Go. oe oo O82 SS 














October 20, 1927 


1927 Stock Auto 
Races Washed Up 


A. A. A. Will Sanction No 
More Contests Until New 
Rules Ready 


WASHINGTON, Oct. 19—No further 
sanctions for stock car racing in 1927 
will be given by the contest board of 
the American Automobile Association, 
this action being taken pending the 
formulation of a more complete and 
detailed set of rules which will effect- 
ively cover all phases of this com- 
petition and which can have the ap- 
proval and support of the N.A.C.C. 

In a statement covering this action, 
Val Haresnape, secretary of the con- 
test board, said: 

“The industry as a whole has given 
warm support to our efforts in assuring 
that all cars competing in sanctioned 
stock car races were exactly as coming 
through regular production and as on 
national sale to the buying public. 
Likewise our insistence that all adver- 
tising conform with the exact facts has 
been to a high degree supported. How- 
ever, recent developments warn us that 
this strict adherence to the policies 
originally undertaken is becoming in- 
creasingly difficult to obtain. 

“At the outset we pledged both the 
industry and the public in an official 
announcement, that in so far as it was 
possible for us to humanly insure, stock 
car racing and its resulting exploitation 
would be free from taint of trickery 
and that when we felt that this as- 
surance could not be given honestly we 
would at once retire from the sponsor- 
ing of any further contests. It is in 
keeping with this pledge that we pre- 
fer at this time to withdraw from any 
further supervision or certification of 
stock car racing until there can be more 
uniform accord, first as to what con- 
stitutes a stock car, and second, as 
who in the final analysis shall be judge 
as to whether or not the regulations are 
being conformed with.” 








Seattle Prospects See 
Oakland-Pontiac Line 


SEATTLE, WASH., Oct. 19—To get 
acquainted with the Seattle owners of 
Oakland and Pontiac automobiles, a 
reception was recently staged by the 
new dealer organization here, the 
Collins Brothers Co. Approximately 
300 motorists attended. Motion pictures 
were shown of the General Motors prov- 
ing ground at Milford, Mich., and there 
was a musical program by an orches- 
tra, which was broadcast. W. M. 
Warren, district manager of the Oak- 
land factory, and E. C. Propst, Port- 
land manager of the Collins company, 
came here for the occasion. 





Haines Chrysler Opens New Home 
SEATTLE, WASH., Oct. 19—The 
new home of the Washburn-Haines 























“And When Better Buildings Are Built—” 
This picture, truly an unusual one in nearly every way, shows the General 
Motors Building at Detroit, as it looked during the evenings of the exhibit 
that recently closed after hanging up new attendance records 





Chrysler service department was 
opened this week. It is a two-story 
building thoughtfully planned to util- 
ize every foot of the 22,000 ft. of floor 
space. Those in charge of this new 
station are C. F. Wingate, service man- 
ager; S. W. Dunnis, and L. W. Hensel. 


Mullins Body Corp. Earns 
$73,959 for Month of Sept. 


DETROIT, Oct. 20—The Mullins 
Body Corp. reports earnings for Sep- 
tember of $73,959 after all charges 
except federal taxes. Earnings for 
the nine months of 1927 were $523,712. 





Smith Brothers Enter 


Field With Big Garage 


SAN ANTONIO, TEX., Oct. 17— 
Work is to be started within a few 
weeks on a large storage garage to 
cost $200,000, located on Bowen’s Island, 
in San Antonio. The structure will 
have four stories and will cover a site 
125 by 125 feet. 

It will be built by Smith Brothers 
properties, according to Judge J. W. 
Young, official of the concern. It will 
accommodate 300 cars and will be so 
constructed as to permit of the addi- 
tion of three other stories. 
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Turkey or Beans—Which Eats Which? 


Here are the opposing field generals in the Chevrolet Motor Company’s unique 


“turkey-bean” contest under way during October. 


On the left is M. D. Douglas 


and on the right D. E. Ralston, assistant general sales managers, who have 
charge respectively of Eastern and Western United States 
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Here’s the Modern Way of Doing It 


This display truck, owned by The General Equipment Corp., Kalamazoo, 

contains a complete electrical shop layout consisting of battery chargers, 

growlers, test benches and small special tools. Machine operated tools are 
shown in action. 


——a | 





World’s Stock of 


Rubber Increases 


NEW YORK, Oct. 17—Heavy ship- 
ments of rubber from the producing 
centers and further increase in world 
stocks have brought slightly lower 
prices on the Rubber Exchange. 

World shipments from Nov. 1, 1926, 
to July 1, 1927, were 421,600 tons. This 
quantity would become available for 
consumption in the first eight months 
of 1927. Estimated world consumption 
during that period was 384,700 tons, 
about 37,000 tons less than shipments, 
says Henderson, Helm & Co. The world 
stock increased from 210,000 tons to 


more than 247,000 tons on Aug. 31. 

London stocks of rubber were in- 
creased last week by 1926 tons to a 
total of 68,519 tons. It is estimated 
that there will be a further increase of 
1500 tons this week to another high 
level. 





Jumbo Sales Incorporates 


NEW ORLEANS, Oct. 18— The 
Jumbo Sales & Service Co., Inc., was 
organized and incorporated in New 
Orleans the early part of October to 
handle the Jumbo line in this district, 
according to an announcement made by 
M. Lawrence Chenoweth, 4227 Elk St., 
New Orleans, one of the members of 
the firm. 














False Warning Signs Arouse Ire 
of Oregon Motor Association 














ening warning signs on state high- 
ways placed by private individuals 
and firms in the interests of their busi- 
ness ventures are causing confusion to 
motorists, according to officials of the 
Oregon State Motor Association. These 
signs, say the officials, should be re- 
moved, as they lessen the value of the 
official state highway signs. 

Warning signs so placed as to cause 
the motorist to drive slowly and to ap- 
proach dangerous curves and grades 
with caution have served their purpose 
so well that motorists universally rely 
on their warning, say officials, but 
certain commercial interests taking ad- 
vantage of this fact have erected ad- 
vertising signs along the highways, 
using STOP, SLOW, CAUTION and 
other words which are commonly used 
on legitimate warnings in order to draw 


the attention of the passing motorist to 
their products. This, the association 
finds, creates a double menace to traffic, 
as the attention of the motorists is dis- 
tracted from the road by every sign 
he reads. Each sign including the 
legitimate warning sign creates an addi- 
tional traffic hazard, as it takes the at- 
tention of the motorist from the job 
of driving and creates a congested con- 
dition of traffic, as the motorist in- 
stinctively slows down when anything 
withdraws his attention from the road 
ahead. 

The association states that the danger 
of these unauthorized signs is that after 
being fooled by a number of them the 
motorist generally grows weary and by 
ignoring them he misses the legitimate 
warnings signs and so neutralizes the 
purpose for which they were erected. 


Motor Aue 


Cadillac Tested in 


Cross-Country Run 


Covers Total of 6705 Miles 
Over Mountains and 
Deserts 


—_—_—_--— 


DETROIT, Oct. 19—Details have just 
been revealed regarding a cross-coun- 
try run completed prior to the an- 
nouncement of the new Cadillac car, 
said by officials of the Cadillac Motor 
Car Co. to have been the most extensive, 
the most exhaustive and the most varied 
ever undertaken. The run was made 
from the company’s plant in Detroit to 
the Pacific coast and return with many 
detours in the rough mountain country 
and with many special engineering tests 
successfully completed en route. 

The cars were two of the first 10 
of the new model taken from the 
regular production line and were in 
charge of William R. Strickland, assist- 
tant chief engineer, and Ernest C. Gar- 
land, service engineer. 

Properly, according to the engineers, 
the run was a test check run, since more 
than 200,000 miles of testing of the new 
Cadillac in its final form had already 
been completed at the General Motors 
proving ground and in cross-country 
runs before the cars were placed in 
production. 

It was also the consummation of a 
series of tests on Cadillac and LaSalle 
cars carried on mostly at the General 
Motors proving ground during the past 
26 months and totaling nearly a million 
and a half of miles. 

The route selected for the trans- 
continental drive avoided the good high- 
ways. Bad roadbeds, rough going, steep 
grades and wide variations in tempera- 
ture and climate were imperative to 
the test and they were sought by the 
use of by-ways and circuitous routes. 


Negotiate 12 Mountain Passes 


For a test on mountain grades and 
at various altitudes the party seesawed 
back and forth through the backbone 
of the Rocky Mountain region, using 
every mountain pass available, from 
Independence Pass, Colorado, at a 
height of 12,095 feet to the district 
around the Salton Sea, where the road 
is 200 feet below the sea level and the 
thermometers were registering a blister- 
ing heat well over the hundred mark. 
In all, 12 passes were crossed, ranging 
in height from 5000 to 12,000 feet. 

To illustrate the ordeals to which the 
cars were put, in the desert sands at 
a temperature of 106 degrees both cars 
being heavily loaded with baggage, 
testing apparatus and _ photographic 
equipment, one car was made to tow 
the other. With five passenger and 
equipment and with the towed ear m 
low gear, the lead car plowed the sands 
at 20 miles an hour. It did the same 
at 40 miles an hour with the tow in 
second gear, and at 60 miles an hour 
with brakes partially set. 
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1200 Exhibit at 
Paris Auto Show 


Twenty-three American Made 
Cars Entered in Biggest 
Exposition 


PARIS, Oct. 18—Uniting 1200 ex- 
hibitors, of which 200 are in the car 
section, the twenty-first Paris Show is 
bigger than any previous one. The 
exhibition unites the entire French, 
Italian and Belgian industries, to- 
gether with 23 American makes and 
two each from Germany and England. 

Outstanding features of the show 
are efforts on the part of all leading 
continental makers to lower production 
costs with a view to competition in 
the world’s markets. This has involved 
changes in design and the more exten- 
sive adoption of American features. 
Six cylinder engines show an impor- 
tant increase, the exhibit containing at 
least 60 models with that number of 
cylinders, the great majority having 
piston displacements not exceeding 122 
cu. in., and a good many have a dis- 
placement as low at 91 cu. in. Eight 
cylinder engines are 10 in number, 
compared with only three last year. 

Outstanding among new models de- 
signed for big production are a six- 
cylinder Renault 90 cu. in. sedan selling 
at $1,160; a Donnet with an 83 cu. in. 
six-cylinder engine built by the Conti- 
nental Motors Corp., the sedan selling 
at $1,024; a Mathis 103 cu. in. sedan 
selling at $1,436; a Fiat six 136 cu. in. 
sedan at $1,920, and a Peugeot 122 cu. 
in. six sedan selling at $1,598. The 
lowest-priced American car on the 
French market is the Erskine sedan. 

Contrary to rumors afloat, Citroen 
has not produced a six but has made 
modifications in the mechanical design 
and has produced new body styles, and 
still has the lowest priced car on the 
market, the sedan selling at $1,024. 

Sizaire-Berwick uses a Lycoming 
straight eight engine in a high-grade 
chassis, while Sisaire Brothers are us- 
ing the Willys-Knight engine in a 
chassis having separate suspension for 
each of the four wheels. 

Technical changes in car design, 
made chiefly with a view to lowering 
costs, include a return to the side-valve 
or L-head engine, the adoption of bat- 
tery-generator ignition, the increased 
use of steel stampings in place of alu- 
minum castings, and a noticeable return 
to the Hotchkiss drive. 


Use Oil Purifier and Air Filters 

Oil purifiers and air filters are now 
used on practically all cars, and a few 
makers have added oil radiators. Single 
unit generator-starters enjoy increased 
popularity. The show indicates that 
more attention is being given to sys- 
tems of independent springing for all 
four wheels. Examples of cars using 
this system of chassis suspension are 
the Sizaire Freres, Cottin & Desgouttes, 
and Harris Laisne. Systems of posi- 
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The Knight and the Faire Ladye 


Miss Ethlyne Clair, well known film actress featured in Universal pictures, 
is shown at the wheel of a new Stearns-Knight “8” four-passenger coupe. This 
is a favorite with Miss Clair 





tively steering both front wheels are 
also to the front. 

Sensaud DeLavaud shows an im- 
proved type of automatic transmission 
mounted in a special chassis forming 
one casting of alpax metal (an alumi- 
num-silicon alloy). The car has rubber 
blocks in closed cylinders in place of 
the normal laminated springs. With a 
wheelbase of 128 in. and a closed body 
the machine is claimed to weigh only 
1800 lb. complete. The same automatic 

(Turn to page 22, please) 





Tull Rubber Has New Home 


ATLANTA, Oct. 18—The J. M. Tull 
Rubber & Supply Co., 150 Marietta St., 
has advised the automotive and other 
trades in this district of the removal 
this month of the southeastern branch 


here to the company’s new home at 385 
Marietta St. 


Changes in Velie 
’28 Add to Looks 


MOLINE, Oct. 19—Changes in the 
Velie line for 1928 consist mainly of 
improvements and refinements in the 
bodies making for improved appear- 
ance and convenience. 

All sedan models now have narrow 
all-metal front body pillar posts, new 
type tufted upholstery with form fit- 
ting cushions and seats, and remote 
control inside door handles with com- 
bination door lock and lever in door 


centers. New color combinations are 
offered. 


There has been no change in prices 
and mechanical specifications remain 
as in the latest 1927 models, according 
to an announcement made by an official 
of the Velie Motor Corp. 











Motor Coach De Luxe Has All 
| That Home Is Supposed to Have 














OHN R. BRADLEY, turfman and 

big game hunter, who is asso- 
ciated with his brother, Colonel E. 
R. Bradley, in the Idle Hour stock 
farm in Kentucky, has received at his 
ranch in Colorado a motor coach de 
luxe that is said to surpass anything 
of its kind ever constructed. The coach 
was shipped from the factory of the 
United States Motor Truck Co. and it 
was necessary to load the coach onto 
a gondola car and build a covering 
around it. 

Mr. Bradley had the coach built ac- 
cording to his own specifications to be 
used in touring through the mountain 
regions of the west. 

The body was built on an especially 
constructed chassis and contains a built- 
in radio with loud speaker; electric 
ice box; 600-watt electric light plant; 
running hot and cold water; large 


water storage tanks under the chassis; 
shower baths; butler’s sink; hot water 
heater; specially constructed cookstove; 
Pullman type berths for four persons; 
sliding Pullman type curtains; insect 
screens; clothes closet and a lavatory. 

The interior finish is mahogany and 
the coach is upholstered in Spanish 
green leather. 

The kitchen extends across the rear 
of the coach. The coach has a speed of 
45 m.p.h. 

Mr. Bradley has a ranch of 25,000 
acres in Colorado which includes a 6000 
acre pasture on which he has 30 
thoroughbred mares and the Kentucky 
Derby winner, Behave-Yourself. He 
and his brother also own Bubbling 
Over, Boot-to-Boot, Buddie Bower and 


a score of other leading equine per- 
formers, 
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Durant Reported 
Buying GM Stock 


NEW YORK, Oct. 20—William C. 
Durant returned from Europe yester- 
day and had hardly been on American 
soil two hours when Wall Street “ob- 
servers” had renewed discussion con- 
cerning his participation in the stock 
market, despite Mr. Durant’s statement 
earlier in the year to the contrary. 

The occasion for the report was the 
purchase of 11,800 shares of General 
Motors in a single block at $138 a 
share, involving an investment of 
$1,628,000. Mr. Durant was believed 
to be the buyer but, as usual, there 
was no confirmation to be had. 


Manley Talks Over Sales 
of Ford Chain Block Co. 


YORK, PA., Oct. 19—Manley Mfg. 
Co. has taken over the automotive sales 
of the Ford Chain Block Co., Philadel- 
phia, which recently was acquired 
jointly by A. P. Van Schaick and W. M. 
Wheeler of the American Chain Co. 

The new ownership is_ providing 
facilities to make the hoists available 
to automotive repair shops and service 
stations. 


$398,225 McCord Net 


NEW YORK, Oct. 19—McCord Radi- 
ator Mfg. Co. reports for the seven 
months ended July 31, 1927, profit of 
$398,225 after depreciation and other 
charges, but before Federal taxes. The 
balance sheet as of July 31 shows 
current assets of $2,202,686 against 
current liabilities of $1,018,346. 
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HIS is the true story of Henry 
Borum—which wasn’t his name. 

Henry was originally the Goodrich Sales 
Co.’s most successful salesman. He had 
a record that actually 
topped all others. By 
100 per cent, too, if 
that’s the way you ex- 
press selling twice as 
much as the second best 
man. He _ understood 
business and was a good 
judge of used cars. So 
he went into business 
for himself. And failed. 

What was the cause? 

It was this. The man who has reached 
the pinnacle in his own field is sitting 
on the most dangerous place imaginable. 
It takes good balancing to stay there. And 
Henry fell off. 

He knew he was a good salesman. But 
he let his men do most of the selling. 
He knew he was an excellent judge of used 
car values and that he had few equals at 
selling the man with the trade-in on accept- 
ing the figure offered. But instead of doing 
this he left it to his men. 





Yesterday's hits don’t win 
tomorrow's ball game. 


Oa hve! Yu BB. 


(Business Doctor) 


Motor Age 


Baby Austin Now 


Sold in America 


CINCINNATI, Oct. 20—This city is 
the first in America to have an agency 
for Austin motors cars, manufactured 
by Austin Motor Co., Ltd., of London, 
England. The Lockland Motor Co. is 
the official name of the concern which 
is marketing “Baby Austins.” The ad- 
vent of the Austin in America is inter- 
esting. J. M. Richardson, multi- 
millionaire head of the Richardson 
Paper Co., spending last summer 
abroad, became interested in the little 
car with the result that he placed an 
order for three and was designated dis- 
tributor-at-large in America. 

The “Baby Austin” is 9 ft., 2 in. 
long, 3 ft., 10, in. wide. has a wheel- 
base of 6 ft., 3 in.; a road clearance of 
834 in. and weighs 850 lb. The top is 
5 ft., 4 in. from the ground permitting 
the ordinary person to look over it. The 
gas tank holds 4 gals. and 60 miles per 
gal. is claimed for it with a speed up 
to 45 miles an hour. The crankcase 
holds % of a pint of oil. 


Reo Has 4000 Unfilled 


Orders, Business Gains 
LANSING, Oct. 11—Reo Motor Car 
Co., reports 4000 unfilled orders on 
hand. Production for September totaled 
4318 units and it is expected that this 
figure will be reached again in October. 








Distributes Moon and Diana 

COLUMBUS, OHIO, Oct. 19—The 
Sniff Motors Co. has been made dis- 
tributor of the Moon and Diana line 
in central Ohio. 








What’s Coming in Motordom 


SHOWS 


Automotive Equipment Association, 
Coliseum, Chicago ........... Nov. 7-12 
*Baltimore, 5th Regiment 


*Boston, Mechanics Bldg. ..... March 10-17 
Brooklyn, Brooklyn Motor Vehicle 
Dealers Association, 23rd Regiment 
i a ee al Jan. 21-28 
Buffalo, 174th ‘Armory a eiataeie te: dell Jan. 14-21 
Camden, N. J., Convention Hall, 
Jan. 30-Feb. 4 
*Chicago, National Automobile Cham- 
ber of Commerce, Coliseum, 
Jan. 28-Feb. 4 
*Cincinnati, Music Hall ...... Jan. 15-21 
*Cleveland, Public Auditorium..Jan. 21-28 
*Columbus, Auditorium .......... Feb. 6-11 
Deadwood, S. D., Auditorium....Feb. 20-25 
Denver, Auditorium ...... Feb. '27- March 3 
Des Moines, Coliseum ........... Feb. 20-25 
Detroit, Convention Hall ........ Jan. 21-28 
Klizabeth, N. J., Armory....Oct. 29-Nov. 5 
Evansville, Ind., Coliseum 
Feb. 26-March 3 
Harrisburg, Pa., Emerson Brantingham 
a cet dle ace a Jan. 28-Feb. 4 
Hartford, Conn., State Armory ..Feb. 18-25 
Indianapolis, Auto Show Bldg...Feb. 13-18 


i Te kee eeccemene Nov. 17-26 
*Kansas City, Mo., American Royal 
0 RS ree eee Feb. 11-18 
Se Se re April 9-13 
*Louisville, Ky., Jefferson County 
Armory sii diriteta diets atte Rika ie a Jan. 16-21 
*Milwaukee Auditorium ......... Jan. 14-21 
Minneapolis, Municipal Auditorium, 
Feb. 4-11 
*Montreal, Canada, Motordrome..Jan. 21-28 
Muskegon, Mich., Armory ...... Feb. 21-25 


National Standard Parts Association, 
Convention Hall, Cleveland..Nov. 14-18 

Deere, BEGOTT 1cccccceccsosocses Jan. 14-21 

*New York, National Automobile 
Chamber of Commerce, Grand Cen- 
I FOOTE Jan. 7-14 








Coming Feature Issues of 
Chilton Class Journal 
Publications 
Nov. 10—Marketing Annual — 

Motor World Wholesale. 


Jan. 1—National Shows Number— 
Automobile Trade Journal. 

Jan. 5—National Shows Issue— 
Motor Age. 


Feb. 18—Statistical Issue—Auto- 
motive Industries. 




















Omaha, Neb., Auditorium....... Feb. 20-25 
*Philadelphia, Commercial Museum, 
Jan. 14-21 
Pittsburgh, Pa., Motor Square Garden 
Jan. 21-28 
Providence, R. I., Cranston Street 
ae ern Feb. 11-18 
Rochester, N. Y., Edgerton Park, 
an. 23-28 
Salon, Automobile Salon, Inc., Hotel 
Drake, Chicago ......... Jan. 28-Feb. 4 
Salon, Automobile Salon, Inc., Hotel 
Biltmore, Los Angeles ....... Feb. 11-18 
Salon, Automobile Salon, Inec., Hotel 


Commodore, New York. .Nov. 27-Dec. 3 
Salon, Automobile Salon, Inc., Palace 
Hotel, San Francisco..Feb. 25-March 3 
San Bernardino, Cal., National Orange 
DT CD. «ccceneccenandanl Feb. 16-26 
*San Francisco, Civic Auditorium, 
Jan. 28-Feb. 4 


Sheboygan, Wis., Eagles Ane. 


6-12 


Sioux Falls, S. Dak., Coliseum .March 28-31 
Springfield, Ill., State Arsenal..March 7-10 
Springfield, Mass., Municipal Audi- 
ree Feb. 27-March 3 
*St. Louis, City Market Bldg. ...Feb. 20-25 
Syracuse, State Armory .......... Feb. 6-11 
Trenton, N. J.. State Armory...Feb. 18-25 
*Washington, D. C., Auditorium, 


Jan. 28-Feb. 4 
Municipal Forum, 
Feb. 6-11 


* Will have special shop equipment. exhibit. 


Wichita, Kans., 





CONVENTIONS 
Automotive Equipment Association, 
Coliseum, Chicago .......ce.e. Nov. 7-12 
Iowa Automotive Merchants Associa- 
. Dee BD i cccncsaccewns Oct. 
Michigan Automobile Trade Associa- 
tion, Annual Meeting, Hotel Stat- 
QO EEE eee Jan. 25 
National Association of Finance Com- 
panies, Congress Hotel, ee, 15 
National Standard Parts Association, 
Hotel Hollenden, Cleveland, Nov. 14-18 
National Tire Dealers Association, 
Brown Hotel, Louisville, Ky..Nov. 15-17 


N. A. D. 
ce Jan. 31-Feb. annual, Palmer 
Chicago, “Feb. 1—Banquet, Palmer House. 
New York, Jan. 9-10—Eastern District, 
Hotel Commodore. 


S.A. E. 

Chicago, October 25-27—National Trans- 
portation and Service Meeting, Hotel 
Sherman. 

Detroit, Jan. 24-27—Annual Meeting. 

New. York, Jan. 12—Annual Dinner. 
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Buick Sales Bowl 
Over Old Records 


100 Cars a Day Ahead of 
[ast Year for Past Three 
Months 


FLINT, MICH., Oct. 17—Buick sales 
since the introduction of new models in 
July have shattered all records in Buick 
history, C. W. Churchill, general sales 
manager of the Buick Motor Co., an- 
nounced today. The July, August and 
September total this year is 82,955 cars, 
as compared with 70,941 cars sold dur- 
ing the corresponding period in 1926. 

“The average monthly increase dur- 
ing the last three months, over the 
corresponding period in 1926, amounts 
to more than 4000 cars,” said Mr. 
Churchill. “This represents an aver- 
age increase of 1000 cars a week, or 
considerably better than 100 a day. 

“When it is recalled that these are 
retail sales figures, and not mere pro- 
duction totals, such arecord seems to us 
highly significant. It means that the in- 
stantaneous public reception of the new 
Buicks was not just a flash in the pan, 
but rather the forerunner of a sustained 
demand for Buicks, all over the country, 
based on the recognition that here was 
such style, comfort, and performance 
as best met the public’s conception of 
value in a motor car.” 








Grey-Rock Brake Lining 


is Granted U. S. Patent 


MANHEIM, PA., Oct. 19—It is of 
interest to hear that the United States 
Asbestos Co., maker of Grey-Rock 
brake lining, has recently been granted 
a United States Letters Patent (No. 
1640373) giving full protection to the 
special “smooth ground braking sur. 
face” of Grey-Rock. This is said to be 
the first and only brake lining which 
carries a patent of this sort. 





Fire Fighters May Combine 


ELMIRA, N. Y., Oct. 18—Proposals 
for the purchase by American La- 
France Fire Engine Co. of the Foam- 
ite-Childs Corp., Utica, N. Y., both 
manufacturers of fire fighting appa- 
ratus, are to be voted on by stock- 
holders of the two companies within 
two weeks. 

The name of the proposed corpora- 
tion would be the American La France 
& Foamite Corp. and officers would be 
C. B. Rose, president of La France, 
president; W. J. Childs, president of 
Foamite, executive vice-president; F. 
M. Watters, vice-president and general 
manager of Foamite, vice-president. 





Oldsmobile Sales Co. Formed 
KNOXVILLE, Oct. 19—Announce- 
ment has been made by C. M. Jones, 
of Knoxville, an official of the firm, of 


the organization and incorporation of 
the OldsmobiJe Sales Co. 
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By Sherman Swift 


| DO not want too intimately to acquaint you with the many business secrets 
of this organization. For four reasons: First, you wouldn’t be interested; 
second, I should lay myself open to censure; third, I don’t know any secrets 
anyway; and fourth, there are none. Everything we do is an open book. But, 
I can give you a glimpse of a few of the countless thousands of letters that are 
received daily. That should prove interesting. 


HE first is from a big fleet owner, none other than “Van, the Furni- 
ture man.” His slogan is, “Look—Here Van’s Van NOW.” That is a 


good slogan. To me it indicates that furniture Van’s vans are always on 
time. | 


ERE’S one from a reader in the middle west. He too has a slogan. It is 
“Fred, the Outlaw Repairman.” Not being acquainted with spaces much 
wider open than Philadelphia, I am unable to say just what that means to Fred’s 
neighbors. It may simply mean that he has a horse, or it may refer to a cer- 
tain stiff-necked attitude on his part with reference to an innate unwillingness 
to use any but pirate parts in repairing his customers’ cars. I hope I’m wrong. 


|. wrdeeares reader asks our technical editor for advice about a car that 
“chuckles.” That’s probably the modern version of a horse-laugh. 


~ gong another letter from still another mechanic speaks of a car that “slaps 
on the rear end.” That’s the first intimation that we have had that college 
boys initiate their campus cars into Sigma Chi. 

(Pardon me. I won’t be but an hour. The inter-office signal system is 
ringing for an executive. They may want me. No, that call was for the forty- 
seventh footman. Somebody’s going to ride. My call, if it ever rings is 8423. 
If they start ringing it at noon I should know by 5 o’clock. And they’ll have to 
recharge the battery before they can call anybody else. But, perhaps, I 
shouldn’t have mentioned it.) 


A THIRD repairman—there are thousands it seems-—says, “I have trouble 
with a car I can’t locate.” It must be nothing less than intuition that 
enables such long-distance trouble shooting. He probably has what the psy- 
choanalysts call a “mother-image.” 


ND a ear dealer with an overstock of trade-ins asks if we know of a sure- 
fire plan to keep used cars moving. Why not ask the man who owns one? 
He’s had more experience than we have. 


NOTHER reader asks if, in the recollections anent old time trans- 
portation, I recall the Goddard buggy. Yes. And I also recall when 
tires were sold by the yard. But, what good does that do? 


M * remarks about bicycles, pants’ guards, and so forth, have been as pleas- 
antly accepted by readers as anything I have had in this column—much to 
And thanks. Here’s more proof—a letter asking if I ever rode 
a kilocyecle. The term is unfamiliar. It probably has reference to the old-time 
high-wheeler. We called them man-killers down in Martha’s Vineyard. (Please 
don’t forget the apostrophe.) That was before my legs were long enough. I 
had an uncle who got a pair of deviled kidneys from riding one though. And 
my cousin owned a turtle-neck sweater. But he didn’t use it much. Said it 
kept knocking his hat off. And bicycle stockings scratched his legs. So he 
wore overalls and a stagged-off meat frock. He was a good rider with a fair 
burst of speed, but no “scorcher.” He never used ram’s horn handle-bars. As 
a consequence his spine is as straight today as it ever was. That’s because he 
wore a beard. He had to hold his head up or get all tangled up in the front 
wheel. A case, speaking a bit fatuously, where a disguise was a blessing. 


NOTHER letter asks which is the faster, the Whipper or Wolverine? 

The way to get out of that one without heart-burn is to state that the 
Coyote is the fastest animal of that family. He can accelerate from 
nothing to 50 m.p.h. in one second. James Fenimore Cooper is my 
authority. 


my surprise. 
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Chrysler Smashes 
Australian Records 


All Marks Above 100 Miles 
Fall Beneath Wheels of 
American Car 








DETROIT, Oct. 20—Word has just 
been received by the Chrysler Corp. 
that William Attwood and A. H. 
Colliver recently smashed every Aus- 
tralian distance speed record above 100 
miles when they drove a Chrysler “70” 
roadster 1607.87 miles in 24 hours over 
the dry bed of Lake Perkolilli. The 
previous 24-hour average was 61.662 
miles an hour, made on the Maroubra 
speedway. Their new one is 66.995 
miles an hour. They broke the old 24- 
hour record of 1480 miles in slightly 
more than 22 hours. 

The run was started at 5 p. m. and 
finished at the same hour the day fol- 
lowing. It was timed, checked and 
certified by representatives of the 
Royal Automobile Club of Australia, 
which has certified all records made as 
new official Australian marks. 

Australians newspapers, which com- 
mented at length on the feat, point out 
that checkings reveal the remarkable 
steadiness under which the car traveled. 
The first hour was reeled off at 68.39 
miles an hour; the first 100 miles at 
68.964 miles an hour; 500 miles at 68.4 
miles an hour; 1000 miles at 68.568 
miles an hour. The time for 1000 miles 
was 875 minutes, and for 500 miles 438 
minutes and 35 seconds. | 

The engine was never’ stopped 
throughout the run’s duration. Only 
one complete stoppage of the wheels 
was made and that was necessitated by 
a puncture. No water was added to the 
radiator from start to finish. 


“Shock” Uses Leaf Springs 


WASHINGTON, Oct. 17—A new type 
of automobile shock absorber is reported 
to the automotive division of the U. S. 
Department of Commerce, the inven- 
tion of a German inventor. It is 
claimed that the new invention can be 





manufactured at a much lower price 
than present type of shock absorbers 
now on the market. 

The advantages claimed for it, among 
others, are that the principle of con- 
struction is such that the braking 
action is obtained by thin hardened leaf 
springs and not by friction of brake 
drums or other parts. 


Edsel Ford Tells 
New Ford Date 


DETROIT, Oct. 20—Another Ford 
rumor was spiked last night by Edsel 
Ford, president of the Ford Motor Co., 
as he walked off the stage of the new 
Detroit Art Museum. 

Edsel was approached by reporters 
and asked if a story which has been 
going the rounds of the trade, that the 
date for bringing out the car had been 
actually set for Dec. 1, were true. 

He answered: “It will be out soon. 
That’s as specific as I can be. Some 
changes are being made, however.” 


Al Sloan, Jr. Believes 1928 
Will be an Excellent Year 


DETROIT, Oct. 20—Before depart- 
ing for Europe, Alfred P. Sloan, Jr., 
president of General Motors Corpora- 
tion, said that business of the corpora- 
tion is continuing favorably and 1928 
is looked forward to with a good deal 
of optimism. “Our financial position 
is very satisfactory and although the 
motor industry shows a slight falling 
off, due to various circumstances, we 
expect this situation to be eliminated 
with the advent of the new year.” 














Baston Takes on Eddy 


MINNEAPOLIS, Oct. 19—Bert Bas- 
ton Chevrolet Co., Minneapolis, Minn., 
has been formed to take over the Eddy 
Chevrolet Co. It is stated that the new 
company will occupy the attractive 
building on Gilbert Ave., built by the 
Max R. Miller Co., which heretofore had 
been a Willys-Knight and Whippet 
dealer. 
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This Wolverine Lists at $1,295 


This latest addition to the Wolverine line, a 5-passenger sedan, listing at 


$1,295, brings the Wolverine body models to a total of three. 


Finish is green 


lacquer and the interior is upholstered in light gray mohair 


Motor Ag. 


Business Grows; 
Falcon Expands 


Increased Plant Space for 
Production of 35,000 
Cars in 1928 


DETROIT, Oct. 19—The Faleon Mo- 
tors Corp. is expanding its plant at 
Elyria, Ohio, to accommodate an in- 
creased production schedule next year, 
company officials revealed today. The 
company intends to produce 35,000 cars 
in 1928. When the plant was laid out 
last year it was designed to take care 
of expansion as needed. The addi- 
tional machinery is now being installed 
without interrupting present produc- 
tion. 

During the six months’ period from 
April 1, when the first Falcon-Knight 
was produced, until September 30, the 
company produced and shipped approx- 
imately 10,000 cars. During that 
period, the dealer organization ex- 
panded rapidly and retail sales have 
shown a consistent gain. Considering 
the enlarged retailing organization and 
the fact that next year dealers will be 
in a position to fill orders for early 
spring delivery, it is declared that the 
increased output will be readily ab- 
sorbed and allowance is made for fur- 
ther expansion if a greater increase in 
production is found necessary during 
the year. The executive offices of Fal- 
con Motors Corp. have been moved from 
the Majestic building in Detroit to 2406 
Eaton Tower. 





1200 Exhibit at Paris 


(Continued from page 19) 
transmission has been adopted for the 
Buc front drive job. No other auto- 
matic transmissions are being shown. 

A cheap-production Berliet has an 
auxiliary reducing gear at the front 
end of the drive shaft, giving two com- 
binations of three speeds ahead each. 
Voisin provides a similar fitting as an 
optional device intended for use in 
traffic and for mountain work. Cen- 
tralized chassis lubrication is not in evi- 
dence at the show, but since Bijur has 
placed rights with the Ducellier Cor- 
poration, a large French accessories 
firm, the indications are that it will 
appear next year. 

Body tendencies are reflected by 
an increased number of closed cars. 
Straight side bodies without valences, 
giving an unbroken line from the roof 
down, in some cases avoiding the use 
of running board, are a feature. Even 
on the cheapest cars trunks are now a 
standard part of rear of body. Fabric 
leather bodies have maintained their 
position and Weymann is now produc- 
ing cheap bodies of smooth leather 
painted with nitro cellulose and having 
aluminum moldings. Such _ bodies 
have the bright appearance of a metal 
body. Many sedans are now being 
built with sliding or collapsible roofs. 
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October 20, 1927 


Automobile Salon 
to Break Records 


Will Show More Cars Than 
Eyer With Six Nations 
Represented 





NEW YORK, Oct. 18—With a sub- 
stantial increase in the number of de 
luxe motor cars to be exhibited, the 
twenty-third annual automobile salon, 
to be held in New York, Nov. 27-Dec. 
3, will fill both the main lobby and 
ballroom floors of the Commodore Hotel. 
N.A.C.C. authorities state that it will 
be the largest exhibition of exclusively 
fine chassis and custom coachwork ever 
held anywhere in the world. 

The automobile salon retains its dis- 
tinctive international character, there 
being six nations represented: France, 
Italy, Belgium, England, Germany and 
the United States. 

The cars to be exhibited at the New 
York Automobile Salon include the 
following: Cadillac, Chrysler 80, Cun- 
ningham, Franklin, Isotta Fraschini, La 
Salle, Lincoln, Mercedes, Minerva, 
Packard, Pierce-Arrow, Renault, Rolls- 
Royce, Stearns-Knight, Stutz. 

Special custom coachwork exhibits 
will be made by: Brewster, Brunn, Der- 
ham, Dietrich, Fisher, Fleetwood, Hol- 
brook, Judkins, Le Baron, Locks, Rolls- 
ton, Sala, Weyman, Willoughby. 

In addition foreign cars will mount 
custom built bodies by such prominent 
European carrossiers as Kellner, Hib- 
bard & Darrin, Million-Guiet, Binder 
and Castagna. 

The salon will be repeated after the 
first of the year at the Drake in Chica- 
go, the Biltmore in Los Angeles and 
at the Palace in San Francisco. 





New Book is Interesting 


Ay ores Vehicle Engineering,” a 
book of value to ambitious serv- 
ice men, written by Ethelbert Favary, 
is now ready for distribution. Many 
changes in engines have taken place in 
the last few years and this volume has 
been revised and enlarged to cover 


substantially all of these many changes. 

Not only does it go into details of 
designing in an interesting and under- 
standable way, but two chapters have 
been added to this third edition cover- 
ing the subjects of fuel and detonation, 
and crankcase dilution. 

The book measures 6 by 9 in. and has 
363 pages with 136 illustrations, and 
is sold for $4 net post paid by the 
McGraw-Hill Book Co., Ine., 370 
Seventh Ave., New York. 





Chev. Overflow in 


Mail Order Plant 


KANSAS CITY, Oct. 18—The Chev- 
rolet Motor Co. branch here has taken 
a lease on 20,000 square feet of floor 
space in the Sears, Roebuck & Co. 
building in North Kansas City for use 
as a parts distribution warehouse. 

The building is equipped with switch- 
ing tracks, loading docks and all mod- 
ern facilities. Parts for Chevrolet 
dealers in the Middle West will be ship- 
ped from the warehouse. Thirty per- 
sons will be employed at the plant. 

The lease was negotiated by Paul 
M. Seese, branch manager, and is for 
one year with a two-year renewal op- 
tion. 

Increasing business at the Chevrolet 
branch here necessitated the leasing 
of more room for the parts department 
and the North Kansas city building was 
selected. 





Sneathen Elected Member 
Motor Truck Committee 


NEW YORK, Oct. 20—Howard E. 
Sneathen, director of commercial car 
and truck sales, Dodge Brothers, Inc., 
was elected a member of the Motor 
Truck Committee of the National 
Automobile Chamber of Commerce at 
the recent directors’ meeting. 

Expansion of the committee was 
started this summer with the addition 
of R. G. Hayssen, president of the Ster- 
ling Motor Truck Co., and W. C. Parker, 
manager of commercial vehicle sales, 
Reo Motor Car Co., as members. 
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Dodge Adds a Senior Line “6” 


This new Dodge Senior Line Sedan which has just been added lists at $1,495. 
f ts upholstered in grey leather, and is the lowest priced model in the line. 


Airplane influence of design is strikingly shown in the lines of this model and 
that of the Wolverine on the opposite page 
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Two Evenings for 
Trade at Chicago 


A. E. A. Makes Arrangements 
to Permit Dealers to 
View Exhibits 
CHICAGO, Oct. 20—A special invita- 
tion to the automotive trade for a 
private viewing of the ninth annual 
exposition of automotive products at 
the Coliseum on the evenings of Nov. 
8 and 9 from 7:00 to 10:30 P. M., has 
just been issued by the Automotive 
Equipment Association, according to an 
announcement by Commissioner Wm. 

M. Webster. 

“Last year we decided to make the 
experiment of setting aside part of one 
evening and issuing an announcement 
that jobber members could invite mem- 
bers of the industry or the trade to 
visit the Coliseum that evening,” states 
Mr. Webster. “The response was so 
overwhelming and the Coliseum so 
crowded with invited guests that all 
other activities scheduled on the pro- 
gram that evening were suspended by 
common consent, so that the trade and 
those in the industry could have full 
opportunity to inspect the lines on dis- 
play. Two of the largest car manu- 
facturers actually brought a railway 
car full of their factory men to Chicago 
for that evening.” 

Beginning this year, and at all future 
expositions held by the Automotive 
Equipment Association, at least two 
evenings will be given over exclusively 
for a private viewing of the advance 
models of automotive equipment by the 
trade. All manufacturer and jobber 
members of the association have been 
supplied with invitations and tickets, 
and a personal welcome will be ex- 
tended to guests those two evenings by 
a special reception committee of the 
association. Car manufacturers, their 
engineers, representatives and dealers; 
those in all lines of the retail trade; 
garage and service men, all are on the 
eligible list to receive invitations, and 
to ask them from their jobbers. 

The 1927 exposition is the most com- 
plete the association has ever assembled, 
with more than 200 individual exhibit- 
ors entering displays, and there will 
be many special features including a 
model garage and service station com- 
pletely equipped and in action. 


Hudson Has Best Third 


DETROIT, Oct. 19—A total of 87,000 
cars were manufactured during July, 
August and September by the Hudson 
Motor Car Co., representing the largest 
third quarter in the company’s history. 
This is 25,000 units more than were 
built in the corresponding period of 
1926. The only other quarter which 
exceeds the one just closed was during 
the peak season last spring. The total 
output for the first nine months was 
255,000 cars compared with 227,500 for 
the entire year of 1926. 








































INCOLN nameplate drops Ford 
stamp. Was this the result of 
a petition by Ford owners? 
* 


Yellow Taxi Corp., New York, 
orders 600 G.M. taxicabs. We’re 
sure the consignee will get better 
service than we did on the last 
rainy day when we only wanted one. 


+ 
Kelly renamed head of battery 


makers. A kelly is a good thing to 
have for a head. 


Pa 
Five executives dismissed in Fisk 


Rubber shake-up. Obviously it be- 
came time to retire. 


China sales more active. There’s 
no way of deducing by this news 
whether the recent war has ended 
or whether opposing factions are 
making preparations for another. 


French automobile makers act to 
standardize parts. This evidently is 
the influence French pastry bakers. 


Federal aid change would widen 
roads, sayS Washington despatch. 


Gas, Oil and Hot Dogs—Drive In 


No doubt about it. And enough 
change would build roads where 
they ain’t. 


Rubber lumber offered by Good- 
rich for planes. If these boards 


stretch, the vest-pocket garage . 


ought to solve the storage prob- 
lem for many car owners. 


G.M. executives study refrigera- 
tion abroad. From what little we 
have read, it’s not likely that they 
will meet with a cold reception in 
Paris. Oo-la-la! 


Convention delegates must walk, 
western car dealers say, in protest- 
ing free ride custom. If no sex 
discrimination is intended, the pro- 
test is altogether too drastic; the 
girls should at least be given an 
opportunity to declare themselves. 


ry 
Willys’ men talk to Boston deal- 


ers. And, we are pleased to report, 
did not give them the willies. 


Hartford vehicle commissioner 
believes time is coming when park- 
ing on streets will be out. Nowa- 
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days a man who tries to park is 
out—of luck. 


Bauer sails for England. Left? 
Right! 


“Let’s make it easy to buy” is 
A.E.A. new holiday sales slogan. 
Does this mean that the Christmas 
program will include wage propa- 
ganda addressed to employers? 


“Why don’t you have a cut-out 
page?” asks a wise-cracking reader. 
“Because cut-outs are forbidden in 
this state,” replies the wiser-crack- 
ing editor. 

e 


This is about the time of year 
when prophecies are most numer- 
ous regarding the developments in 
the automotive business. Oh, well, 
there is nothing like being in a 
business where there are lots of 
prophets. 

* 


A record accomplishment in en- 
tertainment was the music furnish- 
ed at the last automobile show in 
Chicago by the Victor Talking Ma- 
chine Co. We hope they will hand 
up a few new records this year. 




















John Cleary Says— 


The Waner Brothers—“Big Poison” and “Little Poison” 
of the pennant-winning Pittsburgh Pirates—were dickering 
for a vaudeville booking. 


“What can you do?” asked the agent. 


“We can play ukuleles, saxophones, right field and center 
field,” answered Lloyd, the lead-off man. 


They got the job—six weeks of Big Time at $3,000 a week. 


The connection may be remote, but the story reminds me 
of a service man I knew. 


While he was tending to his knitting in the shop he was 
selling more automobiles than any salesman on the staff. 


The last I heard of him he was General Manager of the place. 
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This discarded street car is the “office on 
the lot’ of the Shreveport, La., dealer 
whose identity is apparent if you believe 
in signs. The beastie’s presence merely 
proves there was a circus in town when 















’ 
ye picture was taken 
The one-man ferry is just a reminder of 
your recent vacation. We know you'll be 
thankful 
’ 
“Poison” is alongside the driver. 
. “Little Poison” in the person 
of Lloyd Waner who, if head- : 
lines count for anything, is the * Cay an oo 
| other member of the Pittsburgh (A | aes 
baseball team. The Studebaker 
Commander is his’n 


The attractive establishment is 

that of Royal Motors, Ince., 

Chrysler distributor in Jackson- 
ville, Fla. 
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By 
W.S. Isherwood 


9 Sales Manager, AC Spark Plug Co. 





NDERSTANDING the job is the biggest, the 
the most powerful and the greatest force in 
any line of business because it is the funda- 
mental necessity that brings maximum results. 

And since understanding is so all-important, suppose 
the dealer would make up a list of everything involved 
in his business, checking 
against each item his own 
understanding of it. If 
this were done there is 
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Your Job-na: You 


cAs Dealer or as [ust a Mem 
tion You «Must, Because a 
the Job is the Fundamen 


Maximum Results jy 


Advertising 


Advantage of newspapers and direct mail advertis- 
ing to make yourself and your business well known 
in the community? 


Are nationally advertised products pushed? 

Is attention of salesmen 
and other employees called 
to this advertising, and is 
it followed and windows 


little doubt but that he 
would realize the need of 
doing whatever is neces- 
sary to get that under- 
standing. Then can he 
picture what his business 
would be if everyone in 
his organization had a 
thorough understanding 
of the job? 

Here is a list made up 
by a very successful dealer 
for this purpose—maybe 
it can be improved to suit 
individual needs: 


REF 


O have an efficient organization,” says 


Mr. Isherwood, “the dealer has got to 
know that his entire force is familiar with 
every detail pertaining to its particular 
work. 


“The buying public is quick to note the 
lack of expert service in a store which has 
grown beyond the point where the proprie- 
tor can come in personal contact with each 
customer. The secret of the merchant’s 
ability to please customers and steadily in- 
crease his business and profits, lies in an 
extensive study of the merchandise carried 
and in the training of his sales force.” 


trimmed accordingly? 


General 


Is Service Department 
organized and instructed 
to check car owners’ re- 
quirements on_ various 
items that are constantly 
wearing out and need to 
be replaced? 

After the owner has 
checked his own under- 
standing with this list, a 
good plan is to have his 
department heads and the 





Location of Store 


Is store located properly 
for the kind of business 
you are engaged in? Is the store front satisfactory? 
Entrance, counter and stock—located in the right 
place of the building? 


Merchandise 


Are the lines of merchandise carried well known? 
Is stock sufficient? 

Checking regularly to see if merchandise bought is 
selling and if not, why isn’t it? 


Selling 


Thorough understanding of the sales points and possi- 
bilities of every article, where located in store, and the 
prices at which they are sold? 

Is it made a point to see that sales organization has 
this knowledge? 

Advantage of companion item selling such as suggest- 
ing other things a customer may need when he asks 
for one article, namely: chamois, soap, polish, sponges, 
rags, etc.? 

Holding meetings regularly with salesmen and serv- 
ice men to instruct them regarding the best ways to 
sell merchandise? 


cae REEEEEEnel 


men under them make a 
list of what is involved in 
their job, stating the un- 
derstanding they have 
of their duties. If the dealer does this and checks their 
list, he will realize fully the need of the work to be 
done in all departments—sales, repair and service. 


To have an efficient organization, the dealer has got 
to know that his entire force is familiar with every de- 
tail pertaining to its particular work. 


The buying public is quick to note the lack of expert 
service in a store which has grown beyond the point 
where the proprietor can come in personal contact with 
each customer. The secret of the merchant’s ability to 
please customers and steadily increase his business and 
profits lies in an extensive study of the merchandise 
carried and in the training of his sales force. 


Realizing the great need of improved salesmanship 
many retailers are now giving serious attention to the 
education of their sales force on the subject of how they 
can display and talk merchandise, how to deal with dif- 
ferent types of customers, how to increase sales by 
suggestions and other fundamentals. 

The dealer’s need of an efficient sales force is the 
basic reason for educating his employees to sell. In 
order to continue in business at all under conditions 
of present-day competition, a retailer must give con- 








hei 


tal 


2 
a a ef & < 


a ee ee ee. nd san | ee) 


a nd? se ee ee a ee ee ee. nd 2) 


f“™ 


CP et OC coat rr 


, CD C&C > ow we of 45 


aos" Mm = 


—s 


dl 
en 


iM 


ave 
1eir 
be 


got 
de- 


pert 
oint 
with 
y to 
and 
\dise 


ship 
» the 
they 
- dif- 
s by 


; the 

In 
tions 
con- 








October 20, 1927 


27 


Understand r 


ber of a Retailing Organiza- 
(omplete Understanding of 
ral Necessity That Brings 

Any Line of Business 


stant attention to details which tend 
to increase sales and reduce cost. An 
establishment well filled with mer- 
chandise is of no profit to a retailer. 

The sales employees act as the own- 
er’s substitute. The owner’s business 
is their buusiness. The dealer can 
scarcely expect his employees to take 
an interest in promoting sales unless 
they have had effective training in the 
principles of good salesmanship, know the 
important facts in connection with the 
merchandise handled, and have a profound 
respect for the policy of the store. 

Tally cards to check up sales made through 
suggestions, are being used by some dealers, 
and in most every case a decided increase 
in the volume of sales directly attributa- 
ble to teaching the sales force tact- 
ful methods of making sales to 
those who are “Just looking”’ 
was reported. Proper educa- 
tion in retailing leads to the 
right, short and easy way to 
sell merchandise and saves 
time both for the customer 
and for the store. 

A number of _ losses 
caused by damage _ to 
stock through poor care 
and improper handling 
may stimulate the sales 
force to greater effort 
in the care of merchan- 
dise., 

An interested and 
capable sales force 
also appreciates the 
value of artificial 
helps which are 
used to attract the —, 
customer and in- _  mmrsiiaa 
crease sales. For we | 
example, special 
window displays, 
posters, folders, 
etc., may profitably 
be explained to all of the selling force. 

The results obtained by stores using a systematic 
plan of educating their sales force has proved that it is 
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estingly construc- 
tive article the 
author suggests a 
course whereby the 
dealer can ascertain 
what and how much 
he and his men 
know about their 
respective tasks. 
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W.-S. Isherwood, 

Salesmanager of 

the AC Spark 
Plaug Co. 





worth while from the viewpoint of the retailer; and 
customers likewise profit for the reason that the sales 
(Turn to page 43, please) 































































28 


Courtesy 


Months ‘Rain 


Edwards Motor (0. of Milwaukee ‘Profitably Solves Its 
Problem of Keeping Expensive ‘Plant Busy 


F you had an exceptionally large service station, 
said to be the largest in your state, completely 
equipped with modern machinery, a force of 75 
mechanics, five wash racks and an automatic 

greasing machine, and had figured and organized your 
costs of operation so that you could sell your service on 
selected operations at lower prices than it would be 
possible to secure anywhere else, how would you draw 
the public to such a station, in order to bring that 
service to light, keep your service station and mechanics 
busy all the time, and of course, find prospects for new 
cars? 

The Edwards Motor Co., dealer for Dodge Brothers 
motor vehicles and Graham Brothers trucks exclusively 
in Milwaukee county and three other counties nearby, 
faced these problems and has met them in a most suc- 
cessful manner. 

It instituted a “Courtesy Month” for each make of 
ear to enlighten the general automobile-owning public 
that it maintained such a service station in Milwaukee, 
at Wisconsis Ave. and Thirty-sixth St., away from the 
congested districts of the city. 

The idea was originated in August this year and that 
month was designated as “Nash Courtesy Month.” 
September was Buick month; October is Chrysler 
month, November will be Hudson and Essex month, 
and so on. Ford and Chevrolet owners will be brought 
in during the winter, possibly in December, January 
or February. Other popular cars will have their “month” 
when the Dodge business at the Edwards Motor Co. is 
slow. 

The Edward Motor Co. built its service station about 
six months ago and it is one 
of the most unusual of its 
kind, due to the fact that the 
company is situated on the 
western edge of Milwaukee, 
where it has acquired a large 
tract of land. This permitted 
building the service station on 
one floor. 

The company had figured 
out the costs on all jobs and 
service work and due to its 
being a very large station, to 
its employing a skilled force of 
mechanics, and to its being 
the concentration point for all 
Dodge sales and service in 
Milwaukee county, it is able to 
offer highly attractive prices. 
But how to get the public to 
know about it, and have the 
owners of all makes of auto- 
mobiles come for all service 
other than that which does not x. Sdn seh he 
call for the use of new parts. 0S 


The idea of circularizing owners of a particular make 
of car each month, and designating that month as 
“Courtesy Month” for that make of automobile was hit 
upon. The state automobile registration list was secured 
and the owners of each make of car were obtained 
in that way. 

The following letter was compiled and sent to all 
owners a few days preceding the inaugural date of 
the courtesy plan. The letter quoted happens to be the 
one sent to Chrysler owners, but the same is used for 
all makes of cars by simply changing the name. The 
letter is also sent to all Dodge owners in order that they 
might bring in friends of theirs who own other makes 
of cars. 

“To Each Chrysler Motor Car Owner— 

“October is ‘Chrysler Courtesy Month’ in our Service 
Station. 
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a os - system de- 
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company for 
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repair shop al 
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Frank J. Ed- 

wards, president 

of the Edwards 
Motor Co. 
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At right is 
the receiving 
room and 
circular plat- 
form of the 
repair shop. 
Cars enter 
at left and 
circle the 
platform. & 
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By 
| Meyer 





_ SKIERS 


HIS concern erected a service plant, 

equipped it in the most modern fashion 
and then found itself up against the prob- 
lem of keeping it busy. The solution came 
in the form of service courtesy months, 
with one month given to each make of car. 
Automobile owners were circularized and 
results poured in. Here’s how the job was 
‘done. 


——————————— 


“Each month our Dodge Brothers owners are ask- 
ing the owners of one make of car to use our new 
Service Department for some of the more common 
operations, thus giving them an opportunity to inspect 
and use the largest and most completely equipped shop 
in the state. During August we invited Nash owners. 
September was reserved for Buick owners. In October 
we will take care of Chrysler owners. 

“Suggested operations and prices are as follows: 

“Wash open or closed car—$1.25. 

“Grease all nipples and paint springs with oil—$ .60. 

“Vacuum clean inside of car—$ .75. 

“Wash out transmission and differential and install 
new grease—$4.70. 

“Test and water battery—No Charge. 

“Test and inflate tires—No Charge. 

“These are our regular prices to Dodge Brothers 
owners. You will note that we have selected operations 
which do not require the use of new parts. Sending out 
for parts involves delay and expense. Our low service 
prices to Dodge Brothers owners are possible because 
the parts needed are in our 
stockroom. 

“We shall very much enjoy 
an opportunity to serve you 
during October. Our service 
building is immediately in the 
rear of our main sales build- 
ing. Entrance on Thirty-sixth 
Street. 

Yours very truly, 
EDWARDS MOTOR CO. 

“Note 1. Five wash racks 
equipped with power washers 
available. We thoroughly clean 
chassis and running gear. 

“Note 2. We heat our hot 
water with crankcase oil, so 
we pay you for your old oil 
if you have your oil changed 
in our shop. 

“Note 3. We’ll try to give 
you the kind of service that 
will make you feel very friend- 
ly toward us.” 

While Nash month got off 
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COURTESY MONTH RAIN 
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to a late start in August, there was a good response, 
but the worth of such a plan was forcefully brought 
out during September, which was Buick Month. Several 
hundred Buick owners visited the Edwards service sta- 
tion during that month to find out about the service 
and have the suggested operations 
performed on their cars. 

This plan worked out in two ways 
for the benefit of the Edwards com- 
pany. The car owners learned of 
the service which the company is 
selling and secured the benefits of 
very low prices, but paid for it. The 
Edwards company secured many 
new customers for its special serv- 
ice who will return in the future, 
and it also secured new prospects 


N conducting its Cour- 

tesy Months Edwards 
Motor Co., Milwaukee, 
Dodge dealer, makes it 
very clear to owners of 
cars other than Dodge 
that it is not giving serv- 
ice which will require the 
use of new parts. It is 
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“If you wish to continue using our service for greas- 
ing, washing, and similar operations, we shall be glad 
to have you come in. Prices will be the same as al- 
ready quoted you.” 

The plant of the Edwards Motor company occupies an 
advantageous location in the city 
of Milwaukee, on the edge of the 
city away from the congested dis- 
tricts, as pointed out. 

The company owns property and 
has its building on Wisconsin ave- 
nue to the north, Thirty-sixth street 
on the east, and Michigan street to 
the south, the latter going down 
hill, which has permitted the entire 


and office building and service sta- 


for Dodge cars. not prepared to handle tion, a total space of 130,000 
This latter point is a highly im- parts for all makes of seuawe feat. The receiving room in 
automobiles. If a custo- 


portant one and tangible results 
have already been noted, because 
the Edwards company took in more 
Buicks in trade during September 
than it did any previous month since 
it has been in business. The sale of 
new Dodge cars to former Buick 
owners must have come about 
through the work done in the serv- 
ice station. 

It is made very clear to owners i 
of cars other than the Dodge, that 
the Edwards company is not giving 
service which will require the use of new parts. Only 
parts for the Dodge automobiles are kept in stock and 
this stock is a most complete one, for the company must 
service the entire county of Milwaukee, and be ready 
to send parts to its sub-dealers in the other three 
counties. 

It is not prepared to handle parts for all other makes 
of automobiles. If a customer insists, the Edwards 
company will make repairs which require new spare 
parts, but it always makes plain to the customer that 
it costs money and delay to send out for such parts, 
and a necessary charge must be made for this service. 

A second letter is being sent to owners of cars who 


service. 


already have had their month at the Edwards com- 


pany, as a follow-up to bring them back for the special 
service. It reads: 

“You were one of the many Buick owners who used 
our Service Station during September. We want you 
to know we enjoyed the privilege of serving you. 

“By inviting owners of various makes of cars to use 


our shop, we have an opportunity to acquaint them with 
our unusual facilities for handling a large volume of 
business. It is because we can handle this large volume 
without the handicap of an expensive location, without 
the expense of elevators or ramps, and with all the ad- 
vantages of modern equipment, that we can quote prices 
extraordinarily low, and render service of exceptionally 


high quality. ; 


“Would you mind telling us frankly your impression 
of our organization? Are we aiming in the right direc- 


tion in emphasizing service so strongly? 


“We shall very much enjoy hearing from you on the 


enclosed postal. Very sincerely yours, 


EDWARDS MOTOR COMPANY. 


mer insists, the company 
will make repairs which 
require new spare parts, 
but it always makes it 
plain to the customer that 
it costs money and delay 
to send out for such parts, 
and a necessary charge 
must be made for this 


the service station has 19,224 
square feet of floor space, while the 
repair shop behind it has 22,500 
square feet. The ground floor used 
for new cars is as large as the re- 
pair shop. 

The service station has a number 
of unusual features which make it 
one of the best in its section. One 
of these is daylight all the time. 
Three sides of the receiving room 
for cars have windows the entire 
length of the walls and the repair 
shop has windows on four sides. Skylights, which ordi- 
narily are not found in service stations, are built at 
intervals, giving overhead as well as side light. 

The receiving room has a large circular platform, 
one of the few found in service stations in that part 
of the country. The cars coming for service drive 
around the platform, avoiding congestion and reducing 
the possibility for accidents. The service salesmen are 
on the platform and the business is transacted there. 

There is no possibility of getting out of turn as 
the head car is always first. In case there are too many 
cars in the receiving room waiting for service, the 
head cars are moved into numbered stalls and brought 
out when their turn has come in the repair shop. 

One of the most unique devices which has ever been 
installed in any service station in the country is a 
signal device which tells the situation in the repair 
Shop at a glance from the circular platform. It was 
worked out by the Edwards Motor Company. 

The signals are overhead, attached to the steel beams 
about 20 feet behind the circular platform. There are 
four divisions marked out and numbers under them, 
with different colored electric light globes under the 
numbers. The divisions are “Waiting Jobs,’ “Shop 
Jobs,” “Mechanics Will Be Available,” and “Wash Jobs.” 

The numbers, 1, 2 and 4, are under the “Waiting 
Jobs” and the lights, when lit, show how many jobs 
there are waiting for service in the repair shop. 
Numbers 1, 2, 4 and 8 are listed under the “Shop Jobs.” 
Under the division of “Mechanics Will Be Available,” 
are 15 M, 30 M, 1 H, and 2 H, meaning 15 and 30 
minutes, and 1 and 2 hours. Numbers 1, 2, 4 and 8 
are also under the “‘Wash Jobs.” 

(Turn to page 34, please) 





Edwards plant, including the sales’ 
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[) | | q Quick-Adjustments, Service and 


Unique cAdvertising Put 
| ‘Dollar Tire (0. Over in Six 
: «Months. 
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Not his ideal location, nor yet his business building. 
There are many more strategically located tire concerns 
in Glendale. As for his building, it isa 16 x 18 ft. struc- 
ture on the rear of a service station. And therein lies 
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} the interest of this story to tire dealers similarly located 
. on service station lots. 
t “The big factors making for any success I have had,” 
) stated Mr. Marx, “is my advertising promotional plan; 
, By Harold ]. Asche my policy of quick and satisfactory adjustments, and 
> my service—a service that is really rendered. 
. “I fit my newspaper advertising to local condi- 
. EWSPAPER copy that adver- tions, and therefore I feel that I can’t go very far 
) N tises tires and tire service = alate 
. must be different to command Qa ‘Too many merchants of specialized lines of 
\ the attention of the jaded reader,” a service try to follow the department store style of 
e declared Dave Marx, Glendale, Cali- , orthodox advertising and thereby shoot over the 
r fornia, tire merchant, who holds very heads of the class at which they should aim. De- 
, positive views on how to exploit his partment stores cater primarily to women, there- 
. business. fore their style of pricing and describing in a cata- 
The Dollar Tire Co., of which log fashion probably is all right for their purposes. 
‘ Marx is owner, has in its six months’ “With tires, I hold that it is necessary to strike 
+ existence, built up a volume of busi- the reader in the eye; arrest his attention. Then, 
‘ ness which now hovers around the maybe, if the rest of the copy is interesting, he 
2, $3,000-a-month mark and is steadily a read it. 
n climbing. This in the face of keen I make my ads timely and newsy, and always 
. competition. well-illustrated to help visibility. The two column 
; What is the secret of Mr. Marx’ 21-in. advertisement run once a week has proved 
7 phenomenal success? by test to be most effective for us. It is large 


=. §8§©6=6enough to command attention of the reader who 
(Turn to page 34, please) 
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Here is the stucco building in which Dollar Tire Co., Glendale, Cal., does a $3,000-a-month volume. Dave Marx is 
trying to put the one hundred and eightieth tire on the totem pole, while Joe Marx looks on 











San Antonio Dealer Finds 
It’s Through Teaching 
Them to Drive. Re- 
sultant Goodwill is 
big Factor in Sell- 
ing Them Cars 


S any honest husband will testify 
who has tackled the job, it re- 
quires an awful lot of patience, 
self restraint and a sense of hu- 

mor to teach the “little woman” to drive 
the family automobile. More often than 
not each lesson terminates in heated 
words, and friend husband vows that 
it’s “the last time I'll teach any woman 
to drive.” The “little woman” matches 
this vow with a conviction of her own, 
not exactly original or indisputable, that 
“all men are beasts.” 

This is not a domestic relations 
court so the issue of blame is going to 
be side-stepped. Someone has written 
a book on “Why We Behave Like Human 
Beings,” which probably will furnish 
each side of the family with a reason 
justifying its course of action. 

The point this article wishes to bring 
out is that the Jack Neal Nash Co., of 
San Antonio, Texas, has solved the in- 
struction problem to the utter satisfac- 
tion of the husbands and wives of old 
San Antone. And, while such was not 
the purpose of the company when the 
Driving School for Women was insti- 
tuted, the plan has served to show an 
effective way to the woman’s purse. W. 
R. Burke, sales manager of the Jack Neal 
Nash Co., attests to this when he esti- 
mates that from two to four new cars are sold each 
month the driving school is in session. Direct mer- 
chandising is not the primary purpose of the Driving 
School for Women, but the school’s potentialities in 
this respect are not being overlooked. 

Instructions are given in a car that is equipped 
with a dual control steering gear. Very little news- 
paper advertising is done in connection with the 
classes, but much publicity naturally results. The 
newspapers of San Antonio feature pictures of the 
driving classes with stories. The instruction car it- 
self is painted and lettered in such a way that it is a 
moving signboard as it traverses daily the principal 
streets and parks of the city. 























“The manner in which we hold the school is pos- 
sibly unique in that the traffic regulations are taught 
as well as the most minute and intricate details of driv- 
ing,’ Mr. Burke explains. “It is never difficult to fill 
the classes; in fact, after we get started each season 
we always have a waiting list. At the beginning of 
the session, we advertise that a driving school for 
women will be held for the ladies of San Antonio, 
stating that the instruction is absolutely free and 
without any obligation on the part of those partici 
pating in the instruction. It is not required that la- 
dies who take the course be owners of Nash cars oF 
even be contemplating such a purchase. 


“Sales do grow ont, of the contacts made, of 
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course. It is frequently true that a 
grateful student knows of a likely 
prospect for a new car. She mentions 
the matter to our instructor, and he 
turns the name in to our sales de- 
partment. 

“The amount of good will that the 
driving class thus engenders is a big asset but hard to 
measure. We have letters in our files from satisfied 
students that are glowing testimonials of what the 
writers think of us and our school. Such good will 
travels from home to home by word of mouth, and 
while its results are largely intangible, it is real, 
nevertheless.” 


Chis Ce 


After the preliminary advertising is 
done and the enrollments have been 
taken, the applicants are organized into 
classes of 16 for the first lesson. Four 
women are instructed at the same time, 
each woman receiving 20 minutes at the 
wheel each day. A _ well-planned in- 
struction folder, consisting of two type- 
written sheets, is given each student. 
This folder is so arranged in topical 
form as to cover the things that a per- 
son must understand thoroughly in 
operating a car. Main topics are: 
Instructions for Driving Class; Oper- 
ating the Car; Reverse. The details 
under these topics are grouped into 51 
divisions for purposes of convenience. 
It is thought by the Jack Neal Nash 
people that this instruction folder saves 
much time of both instructor and stu- 
dent, and it is used as the classes are 
given actual instruction as a sort of 
laboratory manual. 
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The two men responsible for the success of the Jack Neal 

Nash Co. Driving School for Women are Bruce Pierce, 

instructor, on left, and W. R. Burke, sales manager, in 

charge of the school, on the right. The instruction sedan 

has dual control. The diploma is given women who qualify 
in driving and pass a written examination 


Regular class instruction is given by Mr. Burke in 
his office, blackboard diagrams being used. The 
(Turn to next page, please) 
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casually scans the pages from side to side. No matter 
whether the reader’s eyes rest at the top, center or bot- 
tom of the page, the ad catches his attention, for each 
of the three sections of the ad has a big caption and an 
attractive cut, or both.” 

Mr. Marx lent weight to this method of breaking up 
copy and sub-heading it, by pointing to the trade-pres¢g 
advertisements of leading tire manufacturers, most of 
whom follow this principle. 

“Direct mail, too, has been profitable,” continued Mr. 
Marx. “We are using both form letters and postal 
cards, the latter being the best.” 

Mr. Marx, who has been engaged in the tire business 
in various capacities for the past eight years, recognizes 
the relation between real service and tire protection, 
and a satisfied clientele. 

“We always impress on customers and prospective 
customers that we want them to come back again 
whether they buy or not, and we inject into such state- 
ments made to customers the ring of truth, which they 
cannot mistake. We always impress customers with 
our eagerness to stand behind our product, and we urge 
them verbally, in our newspaper advertising and in our 
direct mail advertising, to come in or write in whenever 
they feel that they have cause for an adjustment. Cuts 
and other minor road troubles that are in no way due 
to faulty tires we fix free of charge, and find our cus- 
tomers grateful for such service. Time and again we 
have had customers bring in others to us, as the result 
of such services, services that have inspired them with 
confidence in what we are trying to do.” 

Mr. Marx has tried using outside salesmen, but feels 
that until a firm has reached a certain high volume, 
money can be spent to better advantage soliciting trade 
through advertising. 

“Corporation and commercial business isn’t so sweet,” 
said Mr. Marx, ‘‘and we don’t care for it when we must 
take it under the circumstances which many tire dealers 
seem eager to do business. Today so many concerns 
think in terms of volume that all kinds of concessions 
are being made to fleet owners in order to get in one 
lump a sizeable volume, but to do this, profits are aban- 
doned.” 

While it is highly unlikely that any such radical 
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change should ever be made, Mr. Marx gave a thought- 
provoking suggestion for those seeking commerciaj 
trade, when he pointed out that any discounts being 
offered should go to the owners of private cars. While 
they, individually, do not represent as big purchases, 
collectively they consume more tires than commercial] 
users. Further, commercial concerns are wearing out 
tires because it is profitable for them to do so, and for 
every dollar’s worth of tires so worn, they are paid many 
times that for their services or products. The passen- 
ger car owners, on the other hand, are expending money 
for tires, but not getting any financial returns. The 
ratio of increasing or decreasing costs is immediately 
reflected in their increased or curtailed motor purchases, 
explained Mr. Marx. They, and not the commercial 
users, should be considered, as velvet business, for com- 
mercial users must continue on the highways, irrespec- 
tive. 

Mr. Marx has some fleet and commercial accounts, but 
he is exacting a legitimate profit from them, and is 
therefore profitably able to render the full service that 
fleet owners expect. 

About 75 per cent of the Dollar Tire Co.’s business 
is credit, much of which is time sales. However, when 
the customer signs a contract he pays a guarantee 
charge, which insures the firm against loss. This is re- 
funded upon receipt of the final payment. This makes 
credit losses nil, and relieves Marx of all credit worries. 
Most of the contracts are carried by the firm. 

The tire shop, itself, is fitted out to get the maximum 
in advertising value. Aside from cleanliness and order- 
liness, two qualities seldom incorporated in the small 
tire shop, the building is conspicuous from the street 
because of the presence of a huge totem pole, on which 
are draped about 180 old tires. These tires have been 
painted various hues with a spray gun. 

Another novelty advertising stunt now being used by 
Marx is the appearance on the streets of Glendale of an 
old Ford sedan, weirdly lettered with snappy lines, and 
on whose windows are painted grotesque conceptions of 
the various individuals associated with the tire firm and 
service station. It costs comparatively little to keep 
“Wild Rubber” on the streets and it certainly keeps the 
Dollar Tire Company literally before the public. 
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(Continued from preceding page) 
actual training in driving is under the instruction of 
Bruce Pierce, who has been with the Jack Neal Nash 
Co. for five years, and who in addition to being a 
skilled mechanic is a highly efficient driver. The 
dual control car leaves the Nash establishment on 
Augusta Street at regular times each morning and 
afternoon with its group of four women students and 
the instructor. Four trips a day are made, each with 
a different group, and an hour and a half of actual 
driving instruction is given to each group. 

A class is instructed for 10 days, and those who 
make the “grade” are graduated at the end. The main 
requirement is that the woman be able to take a car 
and drive it, and this matter is left entirely to the 
instructor. A written ewamination is also given, a 
diploma being awarded to those who qualify in driving 
and who pass a satisfactory written test. 


Service Courtesy Months 
(Continued from page 30) 


The system works this way: The control is in the 
office of the foreman of the repair shop. If there are 
six jobs waiting in the repair shop he will light numbers 
2 and 4. The exact number of jobs which are being work- 
ed on in the shop can be told by the number of lights 
lit under the division “Shop Jobs.” The service sales- 
men can then tell about how long it will take for a job 
which has just come in the receiving floor, to be serviced, 
and inform the car owner accordingly without going 
back to the repair shop to investigate. 

In the repair shop itself, small steel benches are 
located around the floor which are handy for the me- 
chanics to keep their tools on. 

The three wash racks are located in one corner of 
the repair shop and they are augmented by two on the 
ground floor where the new cars are stored, and two 
in the sales building. 
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Lures Used Car 
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Sporting cAp- 
peal Attracts 
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The sale offered just what its named indicated, a 
used car for a cent down. As an added inducement three 
. M. HAR- used cars were given away for a cent each to the three 
, k RIS. of persons first in line when the doors opened each day 
| : ® Harris- for the sale, which started on a Thursday evening at 
! Mac, Inc., newly 7 o'clock and ended Saturday evening at midnight. The 
7 appointed Chrys- sale was held each evening only, starting 
ler dealer in at 7 o’clock. The youth who got the 
Rochester, N. Y., first penny car was in line 
recently was host o4 hours. 
; at a mammoth 
. game of penny 
. ante with used 
] cars as the stakes 
t and more than 
1 300 automobile fans as the players. It was . 
i a great game while it lasted and proved 2 
: : beyond a doubt that penny ante is still . | ' | = 
. America’s favorite indoor sport and that & 5 Sebo) ote TY 
_ the sporting blood still surges as strong as 3 my j 
d ever through Yankee veins. 3 
f Mr. Harris staged the penny ante used a 
d car sale, not so much with the idea of sell- ee 
1p ing used cars, as to acquaint the public 
e | with the fact that he had given up another 
car to handle the Chrysler. An advertising 
man with a statistical turn of mind gave 
him the idea for the sale by pointing out 
that if all the penny ante players in Roches- — penn . E. 7 Harris, = —- used ried ee ieee 
ter w ; . tunch and played it. e won. e building is that o arris-Mac, 
scald anulee die alee te ian ate ps Inc., newly appointed Chrysler dealer in Rochester, N. Y. 
look like an ant hill. 
he Here then, thought Mr. Harris, was a chance to take Forty cars were offered for sale, each car bearing a 
re America’s favorite indoor sport by the horns, and make _ placard with the inscription “Drive me away for a cent.” 
7s : it a potent advertising medium and merchandiser of The showroom was decorated profusely with newspaper 
k- used cars. advertisements of the sale, offer- 
ts So the cards wene cut and the ing the customer the privilege of 
~ *§ stage was set fora friendly gamein jf 4 N putting this used car sale 'Y driving a car away for a deposit of 
ob | Which every player would win. The over, E. M. Harris took advan- one cent in cash, the balance of.the 
ad, length of the game was announced tage of the American sporting in- 40 per cent down-payment required 
ae beforehand so that delinquent hus- prone Rag ay = 000 pen- on used cars to be paid within 10 
bands would not have to appease nies. Our readers in Scotland days. 
= lrate wives with the old bromides will understand that there is no The penny ante privilege was 
no about staying up with sick friends, intent to foist the scheme upon granted only to those with good 
et cetera. Later developments — — me — —_ ag of credit rating. All the prospective 
of rag there was no necessity for iain. tailenia, ep annie buyer had to do was deposit a 
whe Ss, however, as most of the wives LG has merit, as results amply proved. } penny, give the required credit in- 
am participated in the game with their i formation and wait until the auto- 
husbands. (Turn to page 38, please) 








o6 






oo S. W. Miner, sales man- 
' ager of W. F. Groom 
“sea. Motor Corp., who works 

a system in hiring men 


HIS problem of hiring retail salesmen and 
training them properly is one of those prob- 
lems which is more or less constant in the 
business of any automobile dealer. 

An old-time automobile man who knows all of the 
ins and outs of retail sales organizations among the 
dealers of Buffalo, N. Y., was asked to suggest the 
lame of some one man who had shown himself to be 
particularly clever in the selection and management 
of his salesmen. 

“Go and see S. W. Miner of the W. F. Groom Motor 
Corp.,” said the old-timer. ‘Miner is clever at that 
stuff. He’s built up a good organization in a short 
time.”’ 

The W. F. Groom Motor Corp. is located at 1296 
Main St., Buffalo, at the corner of Bryant St. Two 
years ago it was just beginning to be heard from as 
the Oakland dealers, occupying a comparatively small 
place on automobile row. But it began to grow. Then 
Pontiac came along and the pace of the organization 
accelerated still more until a few months ago it moved 
into its new headquarters with 103,000 sq. ft. of floor 
space on three floors. 

It is quite obvious to any dealer that such growth 
which merits the use to capacity within two years of 
more than 100,000 sq. ft. of floor space by any dealer 
does not “just happen” even with a good line of cars. 

Among other vital factors one of the greatest impor- 
tance is that of sales. Mr. Miner is general sales manager 
of the company and has had the full responsibility for 
the hiring of the salesmen and their training and 
the directing of their efforts. 

As this is written, he has 21 salesmen in the new 
car department and five in the used car department—a 
total of 26. In an interview he outlined his policies and 
methods frankly. 

He has three general methods of obtaining new 
salesmen: 

First, he obtains salesmen through men who are 
already on his sales force. 

Second, he advertises for salesmen. 

Third, he takes green men and trains them, men 
who have never had anything at all to do with the 
automobile business before. 

Of these three the first is of the most importance. 
Let’s go back a bit. 

At the beginning of the automobile dealer activities 
of Mr. Groom and Mr. Miner in Buffalo in connection 
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How Do You Get Good Salesmen 
When You Need Them. When 
You've Got Them What 
‘Do You Do to Keep Them? 


By Lloyd S. Graham 


HW”. MINER, sales manager of the W. F. 
e Groom Motor Corp., Buffalo Oakland- 
Pontiac dealer, has built up a reputation for 
being clever at selecting and managing salesmen. 
He has three general methods of obtaining 
salesmen: through men on his staff, by advertis- 
ing for experienced salesmen and by taking on 
greenhorns. Which method does he favor above 
all others? This story will tell you, in addition 
to detailing the successful methods he utilizes 
to keep his sales organization contented. 


with the Oakland car, they acquired in various ways 
three or four experienced automobile salesmen. 
Curiously enough, one of the three had been working 
as an automobile mechanic. He was a good mechanic 
and made good as a salesman. 

From the very first Mr. Miner made it a funda- 
mental policy to maintain such relations with sales- 
men as would build up and hold their confidence in the 
company for which they were working. In other 
words Mr. Miner so conducted his sales policy with his 
men that they might be able to say to other automobile 
salesmen on automobile row, apropos of nothing or 
anything: 

“You ought to work for the Groom outfit. No one 
could treat a salesman whiter than they treat me.” 

In most cities, the leading retail salesmen with any 
dealer know the leading salesmen with every other 
dealer of any consequence. They know whether they 
are square. They are quite likely to know whether 
they can fit into the working organization of their own 
or not. Knowing the temperament of their boss and 
the policies of the firm, they know whether they would 
get along O. K. or not. 

So, when it became necessary to put on more retail 
salesmen as Mr. Miner has had to do from time to time, 
he has recognized these facts and in many instances his 
senior salesmen—those who have been on the job the 
longest and are tried and true producers—have obtained 
his new salesmen for him. When he has needed a sales- 
man, he has called one of his men oldest in point of 
service in and asked him to recommend someone. 
Usually the salesman had one or more to recommend. 
Sometimes Mr. Miner approached them direct. Some- 
times they were first approached by the salesman as 
a friend who later brought Mr. Miner and the candi- 
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This is the new home of the W. F. Groom Motor Corp., Buffalo, N. Y., Oakland-Pontiac dealer, 
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whose treatment of 


its force prompts salesmen to boast, “You ought to work for the Groom outfit; no one could treat a salesman whiter 
than they treat me” 


date together. Sometimes the effort proved fruitless 
and sometimes it did not. 

Most of the men on the sales force were obtained 
in this way. Mr. Miner considers this method: as by 
far the most important and productive of good men 
and good sales results. He does not believe in clut- 
tering up the sales staff with a lot of misfits who are 
either not trained to sell automobiles or have not the 
inherent ability or temperament to make more than 
ordinary salesmen. He holds some interesting views 
on this subject which will be discussed later in the 
proper place. 

By the second method, that of advertising, Mr. Miner 
has had some good results. In most of his advertising 
for salesmen he gives considerable thought to the copy. 
His is not merely a “Help Wanted” kind of an adver- 
tisement. 

In nearly all of his advertising copy he tries to bring 
out four points which he 
believes will appeal to the 
type of men he is trying 
to reach. He also uses a 
fair amount of space in 
these ads. A typical one 
was three inches by two 


The 


The four points men- tomobiles in America. 


tioned are: (1) He ap- 
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‘Sales Representatives 


Men who are looking for a permanent connection where their ef- 

forts will be well repaid will be interested in our proposition. 

The Automobile Industry including its subsidiaries is the largest In- 

columns dustry in the world today. Therefore, it is a permanent business. 
“P 2 Rede Motors Corporation is the biggest manufacturer of au- 


We sell two General Motors cars, the Oakland Six and the Pontiac 
Six. Our building is one of the largest retail automobile establish- 


by saying, “experience is not necessary if you want to 
work in a business where your profits will be in pro- 
pertion to your efforts.” 

As the result of one such advertisement this spring 
he took on for trial five men. Each man was given the 


same amount of training to the extent that he was made 


conversant with the policies, personnel and department 
operations of the company. Only one or two of them 
had ever sold automobiles before. One of the five who 
had been a wholesale candy salesman developed into a 
marked success almost immediately. Mr. Miner let 
the other four go within two weeks’ time. He con- 
sidered the 20 per cent direct result from this adver- 
tisement excellent. 

The third method of obtaining salesmen, that of 
training green men, is fairly well known to everyone. 
Sometimes this method is associated more or less close- 
ly with the first two methods. In any case the green 
man does not last long un- 
/ less he shows real signs of 
| ability. At the beginning, 
| ; 

however, he is given the 

most careful training pos- 

sible. He is made familiar 
| with every phase of the 
| 


week on the job, it is his 
job to spend every morn- 


peals to men who want to 
make a permanent connec- 
tion; (2) he emphasizes 
the stability of the auto- 


ments in New York State affording every possible aid for you to 
make money. 


Experience is not necessary if you want to work in a business where 


your profits will be in proportion to your efforts. We want three 
men. 


ing with one of the six 
chief executives of the or- 


business. During his first 
| 
| 
| 


ganization in order to get 


ag : See Mr. Miner, 
motive industry in general 


and that of the General 
Motors Corp. in particu- 
lar; (3) he drives home 
the fact that the W. F. 
Groom Corp. has two 
popular-priced General Motors products to sell and that 
theirs is one of the largest retail automobile establish- 
ments in New York State, and (4) he makes a direct 
appeal to the untrained man of character and ambition 


W. F. Groom Motor Corporation, 
1296 Main Street, at Bryant | 


An ad typical of those Mr. Miner favors 


i 

| acquainted with the dif- 
| ferent men and jobs and 
| how the various depart- 
| ments of the organization 
: function. This contact 
begins with Mr. Groom 
and goes down the line. 

In the training of salesmen and in the contact with 
them, from the man who has been with the firm the 
shortest time to the first salesman hired, Mr. Miner’s 
great aim is to retain and merit confidence—confidence 
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in the firm, and uphold the Three or four times during 
confidence of the salesman in the year a social time is had. 
himself. HERE is a tendency among Mr. Miner usually takes the 


During the interview, a 
salesman suggested to Mr. 
Miner that he believed a cer- 
tain “tough” prospect could 
be sold if Mr. Groom talked 
with him. He had a feeling 
that if the head of the firm 
talked with the prospect the 
sale would be cinched. He was 
in despair when he entered 
the office but he left with re- 
newed courage and confidence. 
Mr. Miner said in effect: 

“T know that prospect. I’ve 
talked with him. He’s a hard, 
sharp buyer. But I believe 
that you aan sell him just as 
well as Mr. Groom or myself. 
I have every confidence in your 
ability to put the sale over if 
it can be put over. If you can’t do it, I don’t think Mr. 
Groom or I can. You say you’ve done all you can. Why 
not let the matter drop for the present. Let the pros- 
pect make the next move.” 

In some respects Mr. Miner’s attitude to salesmen is 
directly opposite to that of many automobile sales man- 
agers. There is the tendency, for example, when times 
are hard and selling is difficult, to put on salesmen. At 
such times it is Mr. Miner’s policy to take off salesmen, 
rather than put on more. 


“In hard times,” said Mr. Miner, meaning by that 
the slack season of the year, “we want to surround 
ourselves with the good men—the men whom we know 
by experience to be thoroughly loyal and the men who 
are also the most capable salesmen. It seems a fallacy 
to me when business is dull and conditions are particu- 
larly discouraging to salesmen, to add to their dis- 
couragement by adding a lot of new salesmen with 
whom they must compete during trying conditions.” 

Mr. Miner holds a sales meeting every morning. 
This is a brief, informal affair during which the pre- 
vious day’s business is discussed. In this salesroom 
where the meetings are held, at the rear of the general 
offices, there is a big blackboard bearing the name of 
each man and his standing from day to day in relation 
to every phase of the sales program. The results of 
reports and discussion of one morning are tabulated on 
the board for the meeting on the following morning. 


Mr. Miner sets sales quotas but here he again breaks 
the usual custom. He does not fix stiff quotas. If he 
sets a quota of 10 cars for a man over a certain period 
and he sells 11, he does not immediately step his quota 
up to 12 or 13 but is more likely to drop it back to 
nine if he thinks conditions warrant it. He sets quotas 
usually according to the current business conditions and 
the performance of the salesman in immediately pre- 
vious sales and sales for the same period in previous 
years. He believes that it is discouraging to salesmen 
to set quotas which they can only attain by the merest 
luck. Reasonable, sensible quotas bring the best results. 

Contests are held frequently—three or four times a 
year—but they are of the conventional type, bearing 
in mind all of the time the policies and methods which 
have already been outlined. 


opposite. 


good men—the 


ness 1s 


some sales managers to put on 
salesmen when business slackens. 
Mr. Miner’s policy is diametrically 


“At such times,” he said, “we want 
to surround ourselves with the 


know by experience to be thorough- 
ly loyal and the men who are also 
the most capable 
seems a fallacy to me when busi- 
dull and conditions are 
particularly discouraging to sales- 
men, to add to their discouragement 
by adding a lot of new salesmen 
with whom they 
during trying conditions.” 


salesmen to some restaurant 
or club for the evening. It is 
held strictly for the sales force 
and is stag. 

Mr. Miner makes it as easy 
as possible for his salesmen 
to buy demonstrators, liberal 
discounts being allowed in this 
respect. 

But there is one financial 
plan which is rather peculiar 
to this organization. During 
the best part of each selling 
season, each salesman is re- 
quired to build up a credit 
balance on the books of the 
company of $200. This balance 
is built up out of small 
amounts set aside periodically. 
This helps out over the times 
of poor business. Thus the salesmen are forced to ad- 
just their own finances—put aside something in the 
flush of the season which may be sorely needed during 
a time of depression. 


There was considerable objection to the plan at the 
time it was instituted according to Mr. Miner, but now 
all of the salesmen accept it as a matter of course and 
some of them have grown to approve it to the extent 
that they allow much larger amounts to accumulate to 
their credit, some more than doubling the required sum. 


Mr. Miner is always accessible to any member of his 
sales force for any reason whatsover. He wants them 
to speak frankly and with confidence to him and he 
does not hesitate to speak frankly to them. He expects 
every man to keep on his toes—on the job. He likes 
to keep his sales force as small, consistent with sales 
production, as possible. Rather than have a large group 
of salesmen many of whom would be small producers, 
Mr. Miner would rather have a few experienced men 
who are big producers, both for themselves and the W. 
F. Groom Motor Corp. He has cut his sales policies 
and methods accordingly. 


men whom we 


It 


salesmen. 


must compete 








Penny Ante 
(Continued from page 35) 
mobile firm called its credit rating bureau for a re- 
port on the purchaser. If this was satisfactory, the 
buyer drove the car away immediately after signing 
an agreement to pay the balance of the 40 per cent 
down-payment within 10 days. Sixteen cars were sold 
during the sale, which attracted more than 300 persons. 

In addition to large newspaper advertisements, other 
promotional stunts were used, which, it is estmated, 
brought the sale to the attention of over 50,000 persons. 
Before and during the sale a decorated automobile, bear- 
ing signs telling of the sale, was driven about the city, 
paying particular attention to the downtown thorough- 
fares during the noon and evening rush hours. 

This automobile also visited large industrial plants 
during noon hour and distributed 3000 pennies in in- 
dividual envelopes to the factory workers. These el- 
velopes were 2x3 in. and bore the simple inscription 
“This buys a used car at Harris-Mac’s penny ante sale. 
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Denver Autohotel Draws Tourists’ 
and Local Car Owners With 
Its Novel Appeal 


By R. L. Hughes 


ROOM AND BATH FOR YOUR CAR.” Thus 

the tourist is greeted upon entering Denver’s 

hotel district after a long and dusty ride across 

the mountains or over the plains, when “a room 
and bath” are foremost in his thoughts. And The Auto- 
hotel, located at Seventeenth and Lincoln Sts., usually 
gets the business. 

Automobile tourists registering at any of Denver’s 
principal hotels are told of this service, and informed 
that they may leave directions at the hotel desk; The 
Autohotel does the rest. The car is called for at once, 
and the desired service is given immediately. Washing, 
greasing, repairing tires, changing oil, even valve grind- 
ing and brake lining are done quickly and reasonably. 

If other work, such as replacements or repairs is 
needed, the car is taken to the machine shops of the 
particular make of car, and the bill is paid by The Auto- 
hotel and handed to the owner when he calls in person 
or phones for his car. The minimum charge for a night’s 
storage is 75 cents, and other service is extra. The car 
will be called for or delivered as often as desired, and 
at any hour of the day or night. 

The Autohotel is in the heart of the hotel district 
and caters to the transient 
trade, but also serves a 
large number of local 
people, giving the same ex- 
cellent service, and making 
very attractive rates by the 
month. With a maximum 
capacity of 250 cars, the 
transients run from 50 to 
125 per night, according to 
the season. Last summer 
each night showed ears 
from at least 20 states. The 
season’s roll listed cars 
from every state in the q 


owner. 








OU will recall that several weeks 

ago Moror AGE ran an article en- 
titled “Why Not the Auto Hotel?” 
Well, here is an Autohotel. Although 
it is not conducted in a manner strictly 
paralleling the modern hostelry, it is in- 
dicative of a trend in that direction and 
proof that the idea, even in its simplest 
form, can be of profit to the garage 
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Union, many from Canada, and several from Mexico 
and Hawaii, while two or three European cars were 
served. 

The Autohotel is owned and operated by The Trans- 
continental Investment Co. of Denver, with E. W. Mc- 
Dowell as president, general manager, and princi- 
pal stockholder. The ground is owned by E. W. Mc- 
Dowell, Inc. The building, built of brick and tile, is 
entirely fireproof, even the roof being of concrete. It 
measures 100 by 125 feet, is four stories in height, and 
contains seven levels for car storage. 

There are no elevators in the building, cars being 
driven to their respective places over ramps. The build- 
ing is so planned that any car may be moved in or out 
at any time without moving any other car. There are 
no radiators in the stalls to damage paint or tires; all 
are located on the aisles and the air is circulated by 
electric fans. There is only one door in the entire build- 
ing so that anyone entering or leaving must pass 
directly in front of the office. This enables the person 
on duty at the desk to keep watch, and prevents the 
operations of sneak-thieves. 

No customer drives a car inside the building. The 
car is taken at the door and handled by employees only. 
The average force of employees is 16, of whom the 
greater number work at night, doing the required labor 

on the cars while the own- 
ers sleep, and the cars are 
~, not in demand. In addition 
to gasoline and oils, the 
management handles a full 
line of accessories and Ke!l- 


tires. 


The Autohotel, erected at 
a cost of $250,000, opened 
for business Aug. 1, 1925, 
and has never been closed 
day or night since that 
time. It was built under 4 
, franchise from the Ramp 
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Builders’ Corp., of New York, and a royalty of $5,000 


Was paid for the franchise. Since that time some 50 
or 60 buildings have been erected under the same plans 
throughout the entire United States, but the “auto- 
hotel” feature is unique to Denver. 

The idea was Mr. McDowell’s, and it is largely to 
his personality and ideals of service that it owes its 
great popularity. His records show hundreds of repeat 
customers in tourists who make it a point to stop with 
him when in Denver each year, as well as other hun- 
dreds of car owners from close-at-hand towns who leave 
their cars as a matter of habit at The Autohotel while 
attending to business or social engagements in the city. 
This type of service is particularly agreeable to the 


GQ == 


At left is The 
Autohotel, Den- 
ver, a novel 
venture in the 
garage field 
which has prov- 
ed to be a suc- 
cess. Below is 
shown the ac- 
cessibility of 
“guest cars” 
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society woman who likes to drive her own car, but wants 
it out of her way when she is not using it, and at her 
door immediately when it is desired. Some of Denver’s 
best known leaders of society pay as high as $50 per 
month for particular service which includes all sorts 
of maintenance work, daily washings, upholstery clean- 
ings and unlimited delivery service. 

From the very outset the logic of the idea caught on 
and attracted a clientele which, at first merely curious, 
learned to appreciate that the management intended the 
undertaking to be more than just a novelty. . 

“Service” is the keynote of competition today, and in 
The Autohotel, as conducted by Mr. McDowell, it is 
available to a superlative degree. 
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space in congested business and apartment house 
districts has presented a difficult problem. 

People demand a convenient storage place for their 
automobiles when at work or at home and the time 
is not far distant when the rent of an office suite or 
apartment must also include a stall in garage. 

The great demand for automobile storage space in 
congested districts means that a large number of cars 
must be stored in the minimum amount of ground 
space. This, of course, necessitates the building of 
multiple story buildings for garages. 

Such multiple storage garages with floors connected 
by ramps have been built and have worked out in a 
fairly satisfactory manner, but they have the disad- 
vantage of being quite costly in construction and in 
addition the ramps take up a great amount of 
very valuable space. 

A new method of automobile storage with 
interesting possibilities has been invented 
by Arthur G. Henricks, vice-president 
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This view gives a close-up of 
the dolly and shows its mode 
of operation 
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At left and top are sectional views showing the practical 
adaptation of the Arthen storage system 


of the Harnischfeger Corporation of Milwaukee, Wis- 
consin, builders of traveling cranes and material- 
handling of machinery for more than 40 years. 

A full size working installation of this invention 
has been built and placed in operation and has been 
declared a complete success by practical engineers 
and architects who have witnessed its operation. 

The system consists briefly of one or more elevators 
to carry the automobiles to the various floors, an 
electric motor-driven transfer car which carries the 
automobile lengthwise of the building and an electric 
dolly which gets under the front axle of the auto- 
mobile, raises it off the ground, then propels the au- 
tomobile by electric motor power from the elevator 
to the transfer car, from the transfer car to the stall 
and vice versa. 

Supposing now it is desired to park an automobile 
in a stall on the third floor (Fig. 1). The automobile 
runs onto the elevator and is carried to the third floor. 
The electric dolly then runs under the front axle of 
the automobile on the elevator and by means of motor 
operated arms raises the front wheels, then pulls the 
automobile onto the transfer car. The transfer car 
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then travels the length of the building until it is op- 
posite the proper stall when the dolly transports the 
automobile off the transfer car and into the stall. 
The electric motor operated arms which raised the 
front axle will then lower and the dolly runs under- 
neath the automobile and back onto the transfer car 
which is then ready to handle the next automobile. 
Taking an automobile out of storage is merely a re- 
verse operation. The whole operation of parking an 
automobile is completed in from one to three minutes, 
depending on the floor on which the machine is to be 
stored. 

By means of a simple and effective system of in- 
terlocks, it is impossible to move the transfer car ex- 
cept when the dolly is in a certain position on it. This 
prevents injury to the automobile due to accidental 
moving of the transfer car before the automobile is 
entirely on the transfer car or while the dolly is in a 
stall. The transfer car, the elevator, and all stalls 
are provided with U shaped troughs for the automo- 
bile wheels to run in. About one foot below the bot- 
tom of these troughs are rails upon which the electric 
dolly runs. Provision has been made so that the U 
shaped troughs and the rails for the dolly on the 
transfer car do not have to be in exact alignment with 
the corresponding troughs or rails in the stalls or 
elevator when the automobile is passing from one to 
another. The fact that they do not have to be in per- 
fect alignment saves a considerable amount of time 
in spotting the transfer car and therefore gives the 
machine much greater handling capacity. 

This new system of automobile storage is known 
as the Arthen system and has the following advan- 
tages: 

1. The automobile doors can be locked after it is 
run upon the elevator, since the automobile motor is 
not used for getting the car from elevator into stor- 
age space or vice versa. The automobile owner’s per- 
sonal effects can therefore be left in the automobile 
with perfect safety. 

2. There is no danger of an accident happening to 
an automobile due to the garage attendant getting 
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force is able to give the customer all the necessary in- 
formation in regard to an article or the merchandise 


offered. 


The benefit which the buying public receives from 
an educated sales force is, of course, the sum total of 
useful service rendered to customers by the clerks. 

The sales force, through systematic training, received 
benefits in both a direct and indirect way. They profit 
through their own opportunities for training and 
through the progress made in the vocation which they 
have selected as a means of livelihood. 


In a small business the proprietor or some member 
of the firm will find many opportunities for controlling 
the training of employees. Demonstrations can be con- 
ducted and sales conferences can be held on a regular 
day and at a specific time to develop economical tenden- 
cies, enthusiasm, loyalty, general efficiency and sales- 
manship. 

Merchandise carried can be thoroughly discussed as 
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the gearshift levers confused, as is often the case. 

3. There is no necessity for the garage attendant 
to get into the automobile at all, which prevents the 
upholstering from becoming dirty. 

4. Since it is not necessary for the automobile doors 
to be opened, the automobiles can be parked very 
closely together. 

5. The automobile motor is not operated during the 
parking operation, hence there are no monoxide gases 
in the building. Therefore, no exhaust fan is nec- 
essary and the garage can be heated at much lower 
cost. Furthermore, the ceiling on each floor needs 
to be only high enough to clear the top of a car since 
a great deal of overhead space is not required for the 
diffusion of the dangerous and monoxide gases. 

6. Lower insurance rates are possible because there 
are no internal combustion engines running above 
the entry or ground floor. 

7. A cheaper building construction is possible be- 
cause the weight of automobiles is concentrated in 
certain definite positions on the structural portion of 
the building, the cement flooring between troughs will 
not need to be designed for heavy floor loading. 

8. Each automobile has a definite stall and can be 
gotten at immediately. There need be no confusion 
in getting automobiles in and out of the building. No 
moving of a half dozen automobiles to get at one. 
Each automobile has unobstructed movement. 

9. No ramps are used, thus saving much space. 

10. Large numbers of automobiles can be handled 
with a minimum amount of labor. Except in rush 
hours, the operator of the elevator can handle all 
automobiles. 

11. Because the automobile always runs in a definite 
trough, it is utterly impossible to damage an auto- 
mobile by collision with others. For this reason also 
stalls can be placed so that the automobile will be 
parked almost hub to hub. This conserves space. 

12. No elaborate lighting system in the garage is 
required because accuracy of operation does not de- 
pend upon the vision of the operator but is a precise, 
methodical operation with definite routes and motions. 








well as the advantages the owner can derive through 
purchase so that the entire organization is entirely 
familiar with every product carried in stock. 





Fifteenth Edition of Dyke’s 

O keep pace with rapidly changing conditions, the 

new 15th Edition of Dyke’s “Automobile and Gaso- 
line Engine Encyclopedia” has been brought out. Here 
in one large volume, with its valuable subject matter 
cross-indexed for ready reference, is practical, easily 
understood information on any problem that may con- 
front the automotive service man. In substantial cloth 
binding the price is $6, or in the special flexible Ameri- 
can Morocco binding, the price is $7.50. 

“Carburetors” by Dyke is a supplement to Dyke’s 
“Automobile and Gasoline Engine Encyclopedia” and 
covers in Dyke’s typical way the latest information 
on nearly all types of carburetors and covers with full 
details for adjusting, cleaning, repairing and replacing 
parts on every well-known make of carburetor. Price 
$2. Both published and sold by Goodheart-Wilcox Co., 
2009 S. Michigan Ave., Chicago. 
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New Accessories and Devices 








Reliance Steering Control 

{i Reliance. steering control for 

Ford and Chevrolet cars is manu- 
factured by the Reliance Auto Devices, 
Danbury, Conn., and employs. the 
“Hartford” shock absorber principle to 
check the shimmy of front wheels. As 
will be seen, the friction arms which 





tion of this arm prevents its becoming 
bent by hard usage. By the use of a 
single length of hose, running from the 
bottom of base to air chuck, the bend is 
distributed over several feet of hose and 
there is no tendency for the hose to 
break. The Servrite is furnished with 
25 feet of best quality 5-ply hose, 

with Globe Simplex couplings which 








are secured to the steering knuckle arm 
and to the tie rod, are held in frictional 
contact with each other by means of 
the star shaped spring. Any degree 
of tension may be obtained by turning 
the nut and securing it in the desired 
place by means of a cotter pin. 

These steering controls come in sets 
of two which sell for $2.50. 


Twist Drill Grinder 


HIS item is a complete, se!f-con- 

tained unit doubling the utility of 
the Hisey grinder on which it is used, 
as it affords the dual advantages of two 
distinct machines. The complete unit 
is interchangeable with the standard 
tool grinding rest and can be quickly 
mounted in position. This attachment 
not only will grind twist drills more 
accurately but also quicker than the old 
and obsolete free hand method. It 
eliminates the use of gages, as a grad- 
uated micrometer screw adjustment in- 
sures identical lip lengths. Use of a 60 
grit grinding wheel of medium grade is 
recommended by the manufacturer and 
should be dressed frequently so as to 
retain a straight face. 

Machine will grind any straight or 
taper shank twist drills from %4 to 
1144-in. diameter inclusive. Can be sup- 
plied for any Hisey Grinder with 
wheels up to 12 in. diameter. Manu- 
factured by Hisey Wolf Machine Co., 
Cincinnati. 


Globe Servrite Tower 

HE Servrite air and water tower, 

manufactured by Globe Mfg. Co., 
Battle Creek, Mich., meets the demand 
for an inexpensive tower of simple and 
substantial construction. The hose arm 
is full revolving, permitting service in 
any direction and responds instantly to 
a very slight pull. When released by 
the user, the hose is carried back to the 
upright position by the weight-operated 
arm, so that it is off the ground at all 
times. The unusually heavy construc- 











are said never to leak or blow out, 
and a superior type of air chuck. 
Six feet of water hose, with shut- 
off filler valve and hanger, are 
furnished when desired. Servrite is 
finished in red “All Weather” 
enamel. 

Shipped boxed complete, all parts 
assembled, it only being necessary 
to set the head on the standard 
when tower is uncrated. 

List price is, air only, $42; air 
and water, $47. 








Inside Micrometer 

fy omens Device, a new and useful 

feature which locks the thimble at 
any desired reading, is found on this 
new inside micrometer No. 264, manu- 
factured by Brown & Sharpe Mfg. Co., 
Providence, R. I. The clamping device 
makes this tool handy to the motor 
service mechanic for measuring cylinder 
bores, ete. It can be locked at any 
reading and a series of accurate uni- 
form measurements’ taken’ without 
danger of the screw moving and chang- 
ing the original setting. 








The micrometer screw has a % inch 
movement and to measure the full inch 
a collar is furnished. This collar slips 
on the rods and is used for measuring 
the last half of the inch. It fits accu- 
rately between the microm- 
eter head and the _ shoul- d, a 


ders on the rods. With the «_gg@e== 


six measuring rods furnish- 
ed measurements from 2 ft. 
to 88 in. can be taken in 





thousandths of an inch. ag 


Price $10.00. In leather case, $11.75. 
Dall Chamfer Cutters 
HE Dall Motor Parts Co., Station 
D, Cleveland, maker of Dall pistons, 

has placed on the market for the piston 

shop a set of chamfer cutters and cor- 
responding adapters for piston hold- 
ing. 

By means of accurately beveled 
cutter heads, chamfer is so cut that the 
piston is provided with a base that 
holds the piston in perfect alignment 
for grinding. 
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These devices are guaranteed to be 
accurate and to insure to the careful 
operator of the piston grinder a per- 
fectly round finished piston. 





Tire Pressure Tester 
HE “Gonflometer” is a new tire 
pressure gage, said to show the in- 

ternal pressure in a tire by pushing it 
against the side walls of the casing, thus 
avoiding necessity of removing valve 
eaps. The working of the Gonflometer 
is based on the fact that if a movable 
body is pressed against the surface of 
a tire by a constant force it determines 
the formation of a cavity the depth of 
which increases with the decrease in 
the internal pressure of the tire. A 
reading is made by pushing the gage 
against the walls of the tire and ho!d- 
ing it there for a second; the needle 
does not fluctuate and is pushed back 
to zero by the operator. Further in- 
formation regarding this device, which 
is of foreign make, may be had by 
addressing “Viriot,” care of J. E. Ber- 
nard, 31 Bridge St., New York City. 





Van Norman “Reamo” 

HE Van Norman Reamo is equip- 

ped with four-jaw four-in. universal 
chuck. (Three-jaw chuck can be fur- 
nished at the same price, if specified.) 
All reamers from % in. to 1% in. diam- 
eter can be held in the squared end and 
reamers up to 1 in. in diameter can 
be held, if desired, by gripping on the 
shank rather than the square. The 
four-jawed chuck is particularly desir- 
able when using pilot reamers since 
both bosses of the piston can be com- 
pletely reamed and passed over the full 
length of the pilot shank before with- 
drawing. In this way, only one cut is 
required. Should a hard spot be en- 
countered while reaming, the machine 
can be instantly stopped by simply re- 
leasing the foot pressure. 

Reamers of various sizes should be 
operated at various speeds. The Reamo 








is constructed so that a quick change 
speed lever is available right in front 
of the operator and this can be changed 
even while the machine is running. The 
low speed operates at 33 r.p.m. and the 
high speed at 66. These two choices 
give the operator exactly the proper 
speed in an instant. Made by Van 
Norman Machine Tool Co., Springfield, 
Mass. 








\§ 


et OD Oe eee 





ge 
ynt 
red 
‘he 
she 
ces 
yer 
an 


Hd, 








See ENR pee - . 


Ociober 20, 1927 


45 








Offered the Automotive Trade 
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The Bazark Mud-Hook 


6 Revie Bazark mud-hook grips tightly, 
and does not move, thereby eliminat- 
ing wear on the tire. When in use or 
being applied, they will not scratch or 
mar the wheel. May be installed with- 


out the use of a jack or plank and with- 
out soiling clothes, being easily attach- 
ed with the patented Bazark safety 
hook. 








This hook also serves as a tire tool. 
A straight side tire can be put on and 
taken off of the new drop center Ford 
rim with the Bazark mud-hook. 

Bazark mud-hooks are guaranteed 
by the maker and are sold on a money- 
back guarantee if not entirely satisfac- 
tory. Manufactured by the Bazark 


Corp., 1140 Harrison Ave., Rockford, 
I}. 


Screw Extractor 

b Keay Ezy-Out screw extractor, made 

by Cleveland Twist Drill Co., Cleve- 
land, is designed for the quick and easy 
removal of broken set and cap-screws, 
studs, stay-bolts, pipe fittings, etc. To 
use, it is merely necessary to drill a 
hole in the broken screw and insert the 





proper size Ezy-Out screw extractor, 
twisting it as though tapping with a 
left-hand tap. The twist forces the 


corkscrew-like spirals to grip the sides 
of the drilled hole and then, as addi- 
tional force is brought to bear on the 
tap wrench, the screw starts, after 
which it is an easy matter to spin it 
out on its own threads. The whole op- 
eration is accomplished without en- 
dangering the threads of the hole. 

Ezy-Out screw extractors are made 
in 12 sizes. 


“Vanity” Mirror 
ILADY’S Moto Mirror” is a new 
product announced by the Turner 
Manufacturing Company, Kokomo, Ind. 
Made of plate glass, deeply beveled, 
this unique “vanity” mirror is 6 in. by 
3% in. in size, large enough for practi- 
cal use. It is installed without tools, 
brackets or attachments of any kind. 
Two slender steel pins, attached to the 
plated metal back, penetrate the card- 
board lining behind upholstering and 
hold the mirror firmly in place. The 
cardboard lining of the car is said to 
act as a buffer, eliminating vibration 
and thus assuring a clear, steady image. 
The manufacturers say that this mir- 
ror is especially useful to tourists. It 
may be removed from the car at will 
and placed in a tent or out of doors 
for shaving and toilet. The design of 
the steel pins prevents injury to the 
upholstering of car. 
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The mirror is low priced. Sold in 
pairs, one for either side of the rear 
seat in a closed car, or singly. 


Duckworth Chain 
UCKWORTH silent timing chains, 
available in every wanted type and 
size, are made by the Duckworth Chain 
& Mfg. Co., Springfield, Mass. This 
chain, according to the manufacturer’s 
statement, has several new features con- 





ducive to long life and quietness, com- 
bined with an almost complete freedom 
from “stretching.” 

The pins are hollow and are made 
with a slight split. This acts as a 
spring cushion closing together slightly 
when load is applied and releasing when 
the load has passed to the slack side of 
the chain. This action relieves the wear 
on the holes of the links. The split also 
acts as an oil groove, the oil flowing 
through the hollow pin and working 
through the split to the bearing surfaces 
of the link. Air also circulates through 
the hollow pin, making a cool, free 
running chain. In addition, the hollow 
pin saves weight and muffles noise. 

Every chain is wrapped in oiled paper 
and packed individually in a strong 
fibre-board container. This container 
bears a_ label 
showing the ,“23am— 
code number of f 
the chain. On 3 c= = 
the top of the } 
container is 
printed the : 
name of the car 
or cars that the 
chain will fit. 

Chains are 
made and as- 
sembled with 
strict provisions 
for uniform accuracy and the makers 
will replace any chain which proves to 
be defective in workmanship or ma- 
terial. Each chain is thoroughly tested 
and run in before leaving the factory. 

Owing to its construction, the Duck- 
worth is easy to install. It will run in 
either direction on the sprockets. 

Whenever the design of the motor 
will permit, the chain is made endless. 
Chains left with open ends may be 
joined by inserting the spare connection 
and cotter pin, which is furnished with 
every chain. The maker states that the 
easiest and simplest way of connecting 
the chain together is by pushing the 
connection pin through the links from 
the rear and then inserting the washer 
and cotter pin from the front. 








Cooper Car Heaters 
NTEREST of the automotive trade 
in the new line of Cooper heaters 

is centered mainly on the design of the 
Cooper valve. This valve controls all 
of the heated exhaust gases, and is 
said to insure maximum heat quickly 
and to be noiseless in operation. Two 
sizes of valve fit all popular cars. 
Among the heaters in the Cooper 
line is the Forced Draft (jacketed 
type). One size and model of this 
heater, with its patented system of in- 
terchangeable rings, fits a large per- 
centage of cars. The jacketed type 
heater sells at a moderate price and 
installation is quickly and easily made. 
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Questions Answered By (. Edward ‘Packer 








Wrong Lining Causes Brake 
Trouble 


| would very much appreciate your opin- 
ion on some trouble I am having with Nash 
and Packard brakes. On the Nash cars, I 
have two cases where I have relined all 
four brakes with two different kinds of well- 
known and widely advertised brake linings 
on the market. I have been extremely 
careful and have these linings very closely 
fitted to the brake shoes and all adjustments 
have been checked exactly according to fac- 
tory instructions, but still the left front wheel 
chatters badly and sometimes locks even 
though the pedal action is very soft. Of 
course, this is a dangerous condition and my 
customer is much annoyed by it, so please 
tell me what I can do to fix it. The rear 
brakes are so noisy that I have had to use 
kerosene and castor oil frequently to keep 
them from grabbing. I cannot figure out 
what can be the cause, but the lining the 
Nash people furnish is hard and smooth und 
works very well.—Fernando Garcia, Gar- 
age Central, Mayaguez, Porto Rico. 


& your last sentence you gave the 
answer to your entire problem. You 
are evidently using the wrong kind of 
brake lining and due to its soft nature 
it adheres to the brake drums and be- 
cause of the self-energizing nature of 
the brake construction it sets the brake 
up hard, causing chattering and lock- 
ing. If you will reline these brakes 
with regular factory material and bevel 
the ends of the lining so that the end 
of the lining does not come in contact 
with the brake drum, you will have no 
more trouble with these brakes. 


I had some trouble on a Packard Six on 
the rear brakes with the original or tactory 
lining. The only remedy we could find was 
to soak them with castor oil and sometimes 
kerosene every three or four days to keep 
them quiet and to keep them from grabbing. 
Please advise me what the trouble could be. 


Evidently these linings have been 
damaged by oil leaking from the rear 
axle. This has softened the linings and 
caused them to swell up, which would 
result in the jamming which you refer 
to. The only permanent cure for this 
condition is to reline the brake with 
new lining, exactly the same as fur- 
nished by the factory. 





Saving Time on Valve Job 
Several weeks ago I did a valve and car- 
bon job on a 1922 Packard Six. This car has 
a distributor on top of the cylinder head. So 
when I removed the head I removed the dis- 
tributor also, and while grinding the valves 
the engine was turned over several times. 
When reassembling I found the ignition was 
out of time and consequently I had to retime 
the engine. Is there any easier way of doing 
a job like this? That is, how could I mark 
the distributor shaft so as to replace it the 
same way that I took it off?—Joseph Jan- 
koviak, 820 Avenue D, Rochester, N. Y. 


LITTLE attention before removing 

the distributor head will save much 
time when reassembling the job after 
cleaning the carbon. Bring No. 1 piston 
up on compression stroke as if to time 
the engine and then remove the in- 
spection plate at the top of the flywheel 
housing and line up an identifying mark 
between the flywheel and housing so 
that the engine can be brought to this 
position again. Then remove the dis- 
tributor cap and scratch a line from 
the distributor arm or rotor to the dis- 
tributor case. Then when you come to 
assembling the job it is merely neces- 
sary to see that your engine is in 
exactly the same position that it was 
when you took the distributor off. Line 
up your scratches on the distributor 
arm and case and the unit will go back 
readily and will be properly timed. 
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Model 92 Stutz Information 


I would like to get an instruction book and 
some information on a Stutz Special Six Model 
92 touring car, with a model S Weidley en- 
gine. How do you take up on the timing 
chain? How do you adjust the question? 
What is the proper valve tappet clearance ? 
-—Leonard Fitzgibbons, 4708 LeMoyne Ave., 
Chicago, Ill. 


E do not know where you can 

get an instruction book on this 
car. There is an automatic take-up on 
the timing chain and unless the chain 
has stretched or worn considerably, 
no attention is needed. However, after 
long service, it may be necessary to 
remove one link from the chain. The 
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regular Borg & Beck clutch, as shown 
in the illustration, is used in this car. 
By loosening the adjustment bolts “A” 
and turning them to the right, wear in 
the clutch can be taken up. The bolts 
should, of course, be tightened after 
your adjustment is made. The total 
clutch travel from the engaged to the 
disengaged position should be % in. 
In other words, pressing down the pedal 
should pull the central portion of the 
clutch assembly out from the flywheel 
l in. 

The valves on this engine are ad- 
justed when hot and with the engine 
running. They should be so set that a 
.006 feeler can just be drawn through 
between the valve stem and tappet. 





Aligning Rods Cures 
Knocks 


We had a peculiar knock in a popular tour- 
cylinder car and could not decide what it was 
or find out what it was for quite awhile. 
The car was only driven about 200 miles. 
The knock was very loud when the engine 
was cold and was very faint when the engine 
got hot, and only appeared on a slight pull. 
We examined the pistons and found that No. 
1 had .003 in. clearance when cold and the 
other three pistons had .004 in. clearance 
each when cold. No. 4 piston and rod as- 
sembly was out of line .012 in. This engine 
has the new Nelson Bohnalite pistons with 
the steel strut. We lined up the rods and in- 
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stalled two inner rings on each piston and 
the knock was gone, but we don’t know 
whether it was the inner rings or the lining 
up of the rods that cured the trouble. Which 
do vou suppose corrected this difficulty P— 
Walter Daniels, McKibben Motor Co., Cedar 
Rapids, lowa. 


E believe that had you merely 

lined up the rods without doing 
anything else to the engine that your 
knock would have disappeared. A matter 
of .001 in. difference in the clearance 
of pistons would not account for the 
knock that you had and the clearance 
of either .003 or .004 in. was perfectly 
0.K. Of course, as the pistons heated 
and the clearance was reduced, the 
amount of slapping caused by the mis- 
alignment of the connecting rods was 
diminished. Naturally, the installation 
of the inner rings also assisted in elim- 
inating this trouble, but we doubt if 
they were really needed in an engine 
where the clearances were so slight. 


kliminating Slipping 
of the Clutch 


Please advise how to properly remedy a 
siipping clutch on a 1925 Dodge.—New York 
Subscriber. 


ERY little trouble is experienced 
with Dodge clutches slipping but, 
if the clutch does slip, you can effect 
a temporary repair by flushing the 
clutch thoroughly with turpentine and 
sprinkling a small amount of rosin into 
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it. However, the only permanent cure 
after a clutch has started slipping is 
lo completely overhaul it, replacing such 
parts as may be needed. 

If your clutch is slipping badly or 
has been slipping for some time you 
will need to replace the lined plates and 
at this time should also replace the 
springs. Of course, if anything else in 
the clutch shows signs of wear, the 
logical thing to do is to replace it when 
the clutch is torn down. 
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Dodge Car Missing 
I have a customer with a 1925 Dodge tour- 
ing car, which has developed peculiar trouble 
which I cannot locate. Consequently, I am 
coming to Moror AcE for help. Some time ago 
he brought the car into my shop and had me 
put in oversize pistons, pins and rings and 
grind the valves and clean carbon and also 
adjust all bearings. This worked very well for 
1506 miles and then the car began giving him 
trouble. 


First it began heating and then on a long 
trip it began missing at between 40 and 45 
miles an hour. Finally it quit entirely on the 
road and he attempted to fix the trouble him- 
self. He got the ignition out of time and then 
took the carburetor all apart and broke the 
metering pin off of the carrier and rack and 
then put it back together and called me. I 
took a condenser along and put it on and timed 
the ignition. Then I tried to start it but 
failed. In checking up on the carburetor I 
found what he had done, so had to tow the 
car back to my shop. 


After fixing these parts I got the engine 
running, but on the road it would miss badly 
at 35 to 40 miles an hour. I then put on 
a new coil with no better results and new 
ignition points also, and these did not help. 
Then I took the head off and found two 
warped valves and one broken valve spring. 
Then I reseated all valves seats in the block 
with 15 deg., 75 deg. and 45 deg. reamers and 
got about a '4 in. seat on all valves all the 
way around. I replaced the broken spring 
and found that the balance of the springs were 
in good condition. I gave the valve stems 
and push rods a clearance of .004. I gave the 
breaker contact .020 gap and spark plugs a 
clearance of .030. 1 put in a new horizontal 
shaft and new automatic advance weights. 
Then I tried the car out. I then got from 50 
to 55 miles an hour, but it would start missing 
again. I then put on a new timer and was 
able to make 63 miles an hour with the owner 
driving. At that speed, however, it would 
miss, but he was satisfied. 


A few days later, however, he just barely 
got to my shop because it was missing so 
badly. Another condenser was burned out. | 
replaced it and it worked all right for about 
a week and then it began missing again. It 
acts as though the ignition fails for about two 
explosions and then comes in again, but it 
does not spit back. I examined the vacuum 
tank and everything I see is O.K. The car 
has good compression on every cylinder. It 
doesn’t heat any more and it pulls fine, so I 
am at a loss to know what it is. 





I suggested to the owner that he take it to 
some Dodge garage, but he has confidence in 
me and wants me to stay with the job.— 
Herman A. Maisel, Delta, Mo. 


yy SSeENG at high speed sounds very 
much as though the interrupter 
spring is weak. While a setting of .020 
in. on the breaker points is correct for 
all ordinary operations, you may be 
able to get a little better operation at 
high speed by reducing this gap about 
.002 or .003 in. Your problem of burn- 
ing valves and failure at high speed is 
probably due to weak valve springs and 
even though your springs appear to be 
O. K., we would suggest that you re- 
place them all. Also the clearance be- 
tween the valve stem and the push rods 
should be .006 in., instead of .004 which 
you have now, and this should be set 
while the engine is hot. Possibly some 
of our readers will see this and have 
some further suggestion to make. 


Wants Balloon Tire for 


32 x 4 Rim 


What size of low pressure, or semi-balloon 
tire can be put on a 32 x 4 rim, and who 
makes such a tire?—Harry G. Christensen, 
4224 N. Kostner Ave., Chicago, IIl. 


A 33 by 4.95 low pressure tire can 
be used on your 32 x 4rim. We would 
suggest that you call up any of the 
tire stores in Chicago and ask them 
what makes they have in that size. 


r 3 7 
Timing the Templar 
Please give me the timing of the valves of 
the 1920 model Templar.—J. W. Blankenship, 
Downs, Kansas. 


HE valves of the 1920 Model 4-45 

Templar should be so timed that 
the intake valve opens 1.18 in., as 
measured on the flywheel, past top dead 
center. In the same way, the valves 
should close at 4.24 in. after bottom 
dead center. The exhaust valve should 
open at 5.88 in. before bottom dead 
center and should close at 1.18 in. after 
top dead center. 

































Mercer Specifications 


What are the specifications of the yearly 
models from 1919 to the last four-cylin- 
der Mercer car produced? Moror AGE is 
the only source that I have been referred 
to for this information, as no one seemed 
to be able to think of any other organiza- 
tion that could supply it.—Allan Church, 
Paris, Mo. 


= 1919 the following were the prin- 
cipal specifications of the four-cyl- 
inder Mercer car: Bore and stroke, 3% 
by 6% in.; 3 main bearings, total dis- 
placement, 298.2 cu. in.; lubrication, 
splash and pressure; ignition, Berling 
magneto; starter and generator, West- 
inghouse; clutch, Borg & Beck; trans- 
mission, own 4-speed; rear axle ratio, 
3.62; tires 32 by 4%; wheelbase 115 
and 132 in. 

In 1920 the rear axle ratio was 
changed to 3.22, other specifications 
remaining practically the same. 

In 1921 we note no changes, but in 
1922 the Berling magneto was re- 
placed by an Eisemann magneto, the 
Borg & Beck clutch was dropped and 
a clutch of their own make used in- 
stead. The rear axle was changed to 
3.87 and the 115-in. wheelbase model 
was discontinued. In 1923 the former 
splash and pressure lubrication system 
of the engine was changed to full pres- 
sure feed. The electrical equipment was 
changed from Westinghouse to Auto- 
Lite and a Brown-Lipe clutch was 
used. In 1924 no record is on hand, 
which would indicate that production 
was discontinued at that time. 


Pistons Too Tight Will 
Kill Power 


We would like your valued assistance in 
figuring out a problem we are having with 
an Auburn 6-43 Continental engine 6Y. This 
engine was thoroughly overhauled this sum- 
mer, and fitted with especially close fitting 
cast iron pistons, valves ground and all bear- 
ings fitted. It works fine with the exception 
that it has no pick-up or speed, the best we 
can get out of it is 36 miles per hour. We 
have checked valve timing, all parts of ig- 
nition including coil spring tension on contact 
arm in distributor. The coil has good spark. 
Have tried changing carburetors, but with no 
success. We are now wondering if the timing 
We do not know the proper valve 
timing for this particular engine, but time the 
valves the same as other successful jobs, 
but it does not seem to help her materially. 
We gained a little speed by changing car- 
buretors. The Taylor Plugfit pistons, as you 
know, are cast iron, and we are wondering if 
the original piston in this car was aluminum. 
Would the difference in weight make any 
material difference in the speed of the engine? 
The valve setting we now have is “intake 
valve opens at top dead center.’’—Schurman 
Garage, Summerside, Prince Edward Island, 
Canada. 


is wrong. 


E suspect that you have your pis- 
tons fitted too tight. We would 
suggest taking the spark plugs out and 
checking the turning resistance of the 
engine when the compression is reliev- 
ed in that manner. It should not take 
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more than 20 lb. to turn the engine on 
a one foot radius of the cranking arm. 
This can be very easily checked by 
means of a spring balance placed 12 
in. out on the hand crank. The origi- 
nal equipment of this car calls for 
cast-iron pistons, and while you would 
probably get an increase in speed by 
using aluminum pistons, we do not be- 
lieve that the sluggish performance is 
due to the weight of the pistons that 
you now have, so much as it is to the 
tight fit of them. 

Another possibility is that the piston 
pins may be too high in the new pis- 
tons with the result that your com- 
pression ratio is low, which would ac- 
count for sluggish performance. You 
can check this by removing one of the 
pistons and measuring the top of the 
piston to the hole on the piston that 
was just removed and on the old pis- 
ton that you have replaced. 

The timing of this engine calls for 
the intake valve opening at 8 deg. after 
top center and the exhaust closing at 
7 deg. after top center. 


SHOP KINKS 
Teas that have proved useful 


HEN greasing car that is 

equipped with pressure fit- 
tings, I sometimes find that the 
old grease has hardened in the 
passages. An easy way to get 
this out is to use a blow torch 
and warm the parts up somewhat 
and then when the pressure gun 
is applied the old grease will come 
out readily and the new grease 
will go in—Demey Cole, Iowa 
Park, Texas. 























Readers of Moror AGE are invited 
to submit ideas that they have found 
useful in doing some particular service 
job in the shop in a better or quicker 
way. For each one published $2.00 
wili be paid. Whenever possible the 
idea should be accompanied by a sketch 
or diagram from which a drawing can 
be made. 
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Why Brakes Lock 


We have a Packard Six 1926 model and 
a Nash Advance Six 1926 model and also 
a Nash Special Six of the same year. All 
of these cars are giving trouble with their 
brakes,, On _ the Packard Six all brakes 
lock when applied and will not release un. 
til the car stops. On the Nash the brakes 
on the front wheels lock when applying and 
will not release until the car stops. The 
cars have the lining on the bands that 
were installed at the factory. Will you 
please advise what to do for the trouble ?— 


S. W. Dodds Garage Co., Paducah, Ky. 


HESE brakes are of the self-ener- 

gizing variety. In other words, the 
forward motion of the car assists in 
applying the brakes. As a consequence 
if the lining is in such a condition that 
it tends to jam against the drum, the 
self-energizing feature will exert too 
much pressure which causes the brakes 
to lock. If this trouble has developed 
recently it is quite likely that the lin- 
ings are swollen with oil or that the 
linings have worn down so that the 
ends are in contact with the drum. 
When the linings are first installed the 
ends are beveled back for a distance 
of 1 or 1% in. This is to keep the end 
of the lining from coming in contact 
with the drum. As the linings wear 
and the shoes are set farther out, some 
of this beveling is worn off and in time 
the end of the lining may come in con- 
tact with the drum and cause the brakes 
to jam or lock. Too soft a lining will 
also cause this trouble, but as you say 
these were relined at the factory, we 
conclude that the regular hard lining 
was used. 


Hupmobile Brake 
Horsepower 


I will appreciate your telling me what the 
brake horsepower of the Hupmobile Six is. 
—P. M. Farris, Concord, Calif. 


b Seer brake horsepower of the Hup- 
mobile Six is somewhat over 50 at 
3000 r.p.m. The exact figures are not 
available. 


Do you know of any engine other than 
the Hup that uses a mushroom-type valve 
push rod that does not rotate? 


The principle of mushroom - type 
push rod operation demands rotation. 
Failure to rotate indicates that some- 
thing has either scored the push rod or 
its guide, so that it is cramped in its 
movements, or else there is a groove 
worn in the face of the mushroom 
which causes it to straddle the cam and 
which prevents rotation. If the push 
rods of the mushroom-type on any car 
that you are servicing do not rotate, 
you should take steps to see what Is 
preventing them from doing so, as 
rotation is essential to successful mush- 
room push rod operation. So far as we 
know all mushroom-type push rods ro- 
tate. 
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Timing Yellow Gas- 
Electric Bus 


Please give me complete information on 
how to time the ignition and the sleeves 
on the Yellow Coach six-cylinder sleeve 
valve engine as used in the Yellow Coach 
gas-electric buses.—Ernest Ott, Box 268, 
Wortendyke, N. J. 


OU will find that the engines in the 

six-cylinder gas-electric Yellow 
Coaches employ an eccentric shaft slip- 
ping clutch to operate the sleeves. The 
eccentric clutch is fitted so that should 
the sleeves become tight due to the lack 
of oil or water, and there is danger of 
breakage or scoring sleeves, the clutch 
will slip, throwing the sleeves out of 
time and the engine will stop. This 
makes timing the engine quite easy. 
It is done in the following manner: 

Remove the spark plugs, remove ex- 
haust manifold and inspection plug 
from any cylinder, crank engine very 
slowly with hand crank until the ex- 
haust port is open in the cylinder. In- 
sert in open exhaust port a flat piece 
of hard wood or soft metal. This must 
be as large and wide as_ possible. 
Under no circumstances permit the use 
of any hard metal such as a file or 
screwdriver. Crank the engine very 
slowly by hand until the clutch slips 
into place. This is indicated by a sharp 
click. When this occurs cranking will 
become hard and the sleeves will cut 
into the obstruction in the port. Then 
back the engine and remove the ob- 
struction from the exhaust port and the 
sleeves will be properly timed. 

When timing the ignition first check 
to see that the points separate by .020 
in. and then proceed as follows: Re- 
move the spark plug from No. 1 cyl- 
inder. Turn the engine over with the 
hand crank until pressure on the hand 
held over the spark plug hole is noticed 
which indicates compression stroke. 
Continue to turn until the dead center 
mark on the flywheel is 1% in. ahead 
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of the center indicator. Take off the 
distributor cover and see that the dis- 
tributor arm is approximately oppo- 
site No. 1 ignition wire segment, loosen 
the screw on top of the cam. Rotate 
the cam until the breaker points are 
just opening. Tighten the screw on 
the cam, taking care not to move it 
from the position it was just set. Check 
this setting by turning the cam as far 
as possible in a clockwise direction. 
Replace the distributor arm and dis- 
tributor cover. With this setting pointer 
must lie at zero at distributor scale. 
Should earlier or later checking be re- 
quired loosen the screw which clamps 
the distributor pointer to the plate and 
move the pointer in either direction as 
required. Each mark on the scale rep- 
resents two degrees on the flywheel. 





Burslars Beware! 


I shall much appreciate it if you can tell 
me how to arrange a burgular alarm to pro- 
tect two windows and a door. What I wish 
to use is a regular storage battery and auto- 
mobile horn but I am at a loss to know how 
to connect these up to the windows and to 
the door—R. E. Fair, Shanesville, Ohio. 


| order to protect your two windows 
and door you will need to make up 
five switches such as we are showing 
below. The switch itself is mounted on 
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a wooden base which is about 3 in. 
square. The contact consists of two 
pieces of spring brass, curved as shown, 
and under sufficient tension so that 
normally they come in contact with 
each other, thus completing the circuit. 
The wedge referred to can be made of 
wood or fibre and should be mounted 
on the door or window so that when 
the door or window is opened the wedge 
slides out from between the contacts 
permitting them to complete the circuit. 
These five switches should be arranged 
as shown in the diagram where they 
are represented by A,B,C,D and E. As 
you will notice, these are all in parallel 
with each other and the entire assembly 
is in series with a horn and battery—H 
and J. The switch, I, which is a single 
pole, single throw switch, is for the 
purpose of turning the horn off when 
it is desired to leave the door or 
windows open or when the burglar 
alarm system is not wanted. 





Clogged Core Causes 
Heating 


I am having trouble with a 1925 model 
Hudson heating. In driving 50 m.p.h. for 5 
miles the water will boil. The chain timing 
has been checked. The marks on the chain 
correspond with the marks on the camshaft and 
on the crankshaft. The valves have been 
ground, the ignition has been cleaned and 
engine runs fine. Will do about 65 m.p.h. 
Will idle down to 4 miles in high. After 
driving 5 miles it takes about 7 qt. of water 
to fill radiator. The radiator has had a 
solution of sal soda and let stand for 24 
hours. It throws water out through the over- 
flow at 50 m.p.h. The radiator does not 
leak.—-B. F. Hazzard, Lake Odessa, Mich. 


ys will probably find that your en- 
tire trouble is caused by a clogged 
radiator core. Even though you have 
attempted to flush it out, we feel sure 
that that is why the trouble still per- 
sists. The only permanent cure for 
this overheating on the 1925 model 
Hudson when all conditions are as you 
state, is to install a new radiator core. 
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Why Work When You Can Read 
MOTOR AGE? 


EW YORK, N. Y.—Only one criti- 

eism of Motor AGE: It reaches my 
desk Friday a. m., and Friday is my 
busiest day, or should be. 

But when the rejuvenated, thoroughly 
interesting and instructive issue comes 
over the plate I immediately declare 
an armistice on work and go through 
the book—even unto the advertising 
pages, which in increasing numbers are 
“cluttering up” the back of the publica- 
tion. 

You and your able lieutenants are 
making business paper editing history. 
—S. B. C. 





Mas Vale Tarde 
Que Nunca 
ETROIT, MICH.—Hope I am not 
too late to renew my subscription 
because I don’t want to miss any of 
your improved copies. I look forward 
to every one of them.—Joe De Vies. 


Caed Mille Failthe! 

Erin Go Bragh! 
HILADELPHIA, PA.—It’s because 
you have made Motor AGE so mighty 

interesting. You certainly have filled 
up the paper with human interest and 


humor—maybe it’s the Irish in you.— 
Tom Kane. 


—8§, 9, 10, Yowre Out 
ELTA, UTAH—We just can’t get 
along without Motor AGE. We 

certainly appreciate your good work. 
We get a special kick out of the Sam 
U. L. Sparks articles. In fact, the 
whole magazine is a knockout.—C. W. 
Fitch. 











Something for Everyone 
ESCOTT, KAN.—We like the speci- 
fications and the questions and 

answers.—Welding & Auto Works. 


Wholly Pleased 


HINELANDER, WIS.—The wh 
magazine pleases me.—Geory. 
Davis. 








Even the Ads 
AGLE RIVER, WIS.—I like all of 
Motor AGE.—J. B. Cook. 














ETTERS to the editor from 
those whose “attention has 
been called”; from those who point 
with pride and those who view with 
alarm, from those who are easy to 
please and those who are hard to 
please; from those who are happy 
when they find a good thing and 
those who are happier when they 
find something they consider not so 
good; from those who boost and 
those who knock; from those who 
see the doughnut and those who see 
the hole; in other words, Dear Sub- 
scriber, from you and you and you— 
as well as from the man who bor- 
rows your copy of Motor AGE or 
reads it over your shoulder. 




















Busy? You Said It! 


LEVELAND—It is surprising how 

quickly these weekly visits of MOTOR 
AGE come around, and I know it must 
keep you busy preparing this magazine. 
I read your page of subscribers’ com- 
ments in every issue, and it is quite 
evident that its fresh pep and life are 
putting Motor AGE over the top in a 
very fine way.—L. D. Sasscer. 


Refined? 
OSTON, MASS.—tThe article on 
generators was certainly’ well 
handled, and the writer must hand it 
to you for being able to sugar-coat 
articles and make them mighty in- 
teresting reading.—Frank F.. Tenney. 


A Gob of Applesauce 
AKE ANDES, 8S. D.—Could I say 
but half as much as you do, even 
in twice the number of words, I would 
feel that I was a gifted writer indeed. 




















That is my opinion of what “John 
Cleary Says—.”—O. L. Steensland, 
Steensland Motor Co. 


Ah! We Have “It” 
ATARACT, WIS.—I think the 
Motor AGE is just “it,”—Daniel F. 
Gallagher. 
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Wir Verstehen Sie Nicht 


AMBURG, GERMANY—Mrs. edi- 

torship of the journal Motor AGg, 
Dear Sirs: Presuming you have interest 
for publishing essays of good inventions, 
we hereby take the liberty to send you 
enclosed copies of an American patent. 
Certainly many readers of your journal 
shall (will) have for this invention 
great interest. 

Kindly state us if you are agreed 
with publishing of this patent. Please 
also communicate us, if you are willing 
to publish now and then same essays 
of new patents of which we would send 
you the drawing and description. 

We should be very much obliged to 
you if you would be so good and fulfil 
our requestion and to send us a sample 
of the Motor AGE which contains the 
publication. 

We await your favour answer and 
beg to remain, Yours faithfully, Johann, 
Das Deutsche Erfinderhaus.  (enclos- 
ings.) 

(Editor’s note.-—There were no en- 
closings.) 





Then Credit Us With 
a Bull’s-Eye 
RRVILLE, OHIO—I might say 
that our organization gets a lot 
of helpful information and a lot of 
pleasure from MoToR AGE.—N. C. Dum- 
bleton. 


And There’s a New One 
Every Week 
AULLINA, IOWA—We like every 


feature of your magazine.—Ewoldt 
Motor Co. 


Don’t Bend Your Knees 
ETROIT, MICH.—I bow low to you 
as a Great Editor—incidentally, | 

am impatiently waiting for the next 
issue of Motor AGe.—C. K. B. 


It’s Your MOTOR AGE, Vic. 


TOCKTON, CAL.—I have been 
reading your Motor AGE and en- 
joy it very much.—Victor Scananne. 

















Cover to Cover 
EWPORT, KY.—What department 
of Motor AGE interests us most’ 

All of them!—F'enders Garage. 











On 


} || =~ 












October 20, 1927 


51 


Prices, Weight and Equipment of Current Passenger Car Models 




































































































































































C—Optional wheels with spare. 
c—Type of wheels a 


g—Shock absorbers or snubbers. 
h— Automatic windshield wiper. 


i—Spare tire lock. 


m—Engine heat indicator. 
n—Dash gasoline gage. 


oa, king 
t—Vanity and smoking set. 
»—Smoking set. 


*—Overall length. 
§—Prices on application. 
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; ; ice OO eee 2 2355j)ar 2p. Roadster.....1 795} 2)2 r 
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CADILLAC “341 se Sedan ee eacad i248 ‘ oeiolechar ° 4 can itd 1595 Cehmnrt 
“341” 5p. Sedan........ 1245) 4 aghnr p Cab. Rdstr.... ‘ehmnrtx 
New Models , “Fisher” 2-4p. Coupe. -.ee{ 1245} 2 aghnt bp. Sedan. erates 1495 chr 
. -4p. Roadster... 5p. Land. an..}| 1295]. .|: aghnr p. Sedan........ 2|Cehmnrtx 
and Price Changes 5p. Phaeton...... 7 4 “  y . 4p Coupe........| 1570 Cehmnrtx 
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New Weights 5p. Sedan........ 414800 5p. C.C. Sedan...} 1595}. . |: laghjmnrux 4p. Coupe. ......}| 3200). afghkmnprtx 
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7p. Imperial Cab. p. Phaeton...... 45]. ./4115/aeghlmnoprx -70” 
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4p. Coupe. ...... 2|3610)ahmnoptx **98-27” 5p. Sedan........ 1095 ghoe 
4p. Ctry. Club... 2/3610)ahmnopx 4p. Polo Rdstr....| 1795 aghmonr 5p. Landau... .. 1145 ghrtu 
5p. Sedan........ 4|3760\ahmnoptx 5p. Touring. ..... 1795 aghimns 
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. Touring. .... 5 /aehmnrx 
4p. a, Rdstr. ...|$1195} 2]/2990/ahmnpr ra Spt. Rdstr. ..| 1350 3! Aehmnrw 
“- ouring DeL. | 1225] 413040 ahmnpr 4p. Cpe. Rdstr...} 1395 vehmnor 

\ Coupe ee eeee 1195) 2)3110/ahmor 5p. Sedan........ 1395 aehmnort 
=P 2d. Sedan... .} 1195} 213215lahmnrt 5p. —™-.. 1395 aehjmnor 
Z 4d. Sedan... .] 1295] 4/3300/ahmart 
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D. 120"" Bro’m. | 1375} 4/3305]ah CHEVROLET 5p. Phaeton...... $1695| 4/3100;agmn 5p. Touring. ..... 1450 245}xehmne 
4p, a “AA” 5p. Roy. Roadster} 1795 lagmnw 4p. Spt. Tour 1595) 4/3395] aehimnrwx 
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5 1 €dan..../ 1495) 4/3870|ahmnort 5p. Touring. ..... 4)1965/de 5p. Cab. Rdstr...| 1995) 2/3160/aghmn 5p. Sedan........ 1850) 4/3625|,ehmnortx 

p. a n Brom. .| 15751. . 2p. Util Cpe 2}2090/dhr 5p. Cab Rdstr... 2295) 2/3160jaghmn 130” W.B. 
2-4p. Sp. R 5p. Coach........ 2}2190/dhr 5p. 4d. Sedan. ...] 2095) 4/3275/aghmnot 7p. Touring. ..... 1595 70\afhmnrx 
4p. nS : a dster..| 1495} 213655 aghmnprw 5p. Sedan........ 4|2275idhr 5p. 2d. Sedan. ...} 1795; 2|3170/aghimno 7p. Sedan........ 2050 aehmnortx 

Ce ouring.. .| 1525] 4/3735/agjmnprw 4p. Cabriolet. 2|2135|dhr 135” W.B. “7-18” 

Oupe....... 1880) 2 $940/ahmor Imp. Land....... 4/2260idhu 7p. Touring...... 1795 agmn 5p. DeL. Coach. .{ 895 ‘aehknor 
>OonnnnVV0Vm'———————— 
KEY TO SYMBOLS: 
A—Wood wheels with spare. D—Disk wheels with spare. i—Trunk and trunk rack. e—Car heater. v—Vanity set. 
~s ood wheels. d—Disk wheels. j—Trunk rack, no trunk. p—Cigar lighter. w—Windshield wings. 
—Wire wheels with spare. e—Front and rear bumpers k—Spare tire. r—Rear traffic signal. zx—Clock. 
b—Wire wheels. f—Front bumper. 
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.- sTans. eres = eee ~ Ww e 
Ege m+] 1985) 2/2800 cabin 1387 WB] dd || 2. Sub. Sedan. ..| 6920) 4)... Ceghyimoop Sp. Sp. Phaeton. |: | 4|2620]achjw 7). Limo 
5p. Touring...... 1795| 4/3300) eghnrx 7p. Sedan........] 27 299) aeg himnprtx ‘Cabriolet..... 1145) |.... 
7D, Toure i eoktaall 1395} 4/3360 oll 5p, Imp. Sedan... 2795) 4/4225 net ae 4-6p. Town Car. .| 9000; 4/5200 Ctghoor = a aioe 
2-4p. Roadster. ..} 1895) 2/3355 ceghnrvx 7p. Imp. Sedan...| 2895} 4]... ./aeghlmnprtx 3p. Land. Coupe..| 1045] 212705\ah | 
Sp. Brougham....| 2095} 2/3515); Sp. 4d. Sedan.....} 1145} 4/2855)ahu 
tay hogy Leamael a 2 = dghrx 5p. Land. Sedan. .| 1265) 4/2885/aehnou PEERLE 
5p. Sedan........ 195} 4/3545) aghrx “6.60 
TP. <* a aie | 33 no x awn LINCOLN Mette” Mp Ro 
ee 234 r hl 2-4p, C’ 
7p. Sedan Lim... | 2520| 4|3360 aehnrx — | 2p. Speedster. ve = prt se a ay 
2p. Spt. Rdster. . .}/$4600} 2|4930jaegkinprx 4p. Be er..... 1795| 2|3039|aeghlmnpr OLDSMOBILE “6.79 
.. Club Roadster! 4600). |... .Jaeghklnprx 4p. Sedan........ ; : 95| 2/3053laceblinnorx 639.F” 1261, 
7p. Spt. Touring..| 4600) 4/4920)aegkInprx 2p. ae n....1 1895]. 13090 | 5p. Sp. Touring.. .| $895) 4 ssoajenpnimar bp. Comp 
4p. Fhacton...... 4600! 2|4010lecckingrr || 4p, Sedau- | 1808| 4{3082aeghimnprtx || 40; Deel. Rlster..| *soe| slostylcekmnne Bp. Sedat 
JORDAN 4 we napa 4800 ‘ 1920 “sl ~ — Radstr..| 1995] 2 3054] aeghimnprx 2p. Coupe. oes os : 3 13314 
—_— P. HEGAN......-- | " 05 jaeghl ti 5p. Sedan 2d..... enu Ph: 
4p. Biue Boy... ../$1745} 4/2800 Beeghkmnrx |} 5p. Sedan........ 4800 4|5030 en a i. nore ae : 9 nee 5D nana sre] a) a i ; ne 
4p; Spt, Salon. ...| 1595 ee | bee----- 5000| 4|5050\aeekinmprts tp Cus. Sedan. } 2595] 4|3172/aeghlmnprtx 4p. Sp. Coupe. . | ats 2|2650 eeghmnru ip. Sedat 
2-4p. To 159 2650/aghmnrx p. Sedan. ‘ prtx || 5p. Landau...... 1075 ceghimr 
ey bg neti ...| 1595] 4 2775 aghmnrts | 7p. Limousine 5200! 4|5180/aegklnprtx 4p. Town Cab.. 3125) 4 3040} aeghlmnprtx 5p. Landau ‘ | 
KEY TO SYMBOLS 
i—Trunk and trunk rack. e—Car heater. v—Vanity set. 

A—Wood wheels with spare. D—Disk wheels with spare. + ah ak ae e—Cigar lighter. w—Windshield wings 

a—Wood wheels. d—Disk wheels. Went a r—Rear traffic signal, sx—Clock. 

oe — with spare. ha : rot “s ~~ thaaeeae 1 ny tire lock s—Spotlight. *—QOverall una 

= —Front bumper. ‘nie - a = tion. 

a Optional wheels with spare. g—Shock absorbers or snubbers. m—Engine heat indicator. n-ne =. o-Seaea an appenation 

c—Type of wheels ollanel. h— Automatic windshield wiper. n— Dash gasoline gage. 
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October 20, 1927 


Prices, Weights and Equipment of Current Passenger Car Models 
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is 4 = P = Passenger = Passengers c- 
a » co- ‘“ Es ° ir 
Passengers Sele es Standard ~——e Sei ‘ec Standard an ’ els a" Standard = ss : 22 Standard 
Model O-= 2 zs Equipment Model o. 2 => Equipment Medel os & : > Equipment Medel we lala Equipment 
wo |Oin 
EE 
i : 2p. Coupe. ....... 1195} 2/3120)deghimnr 
OVERLAND 7p. Limousine. ... 2695 4/3750 aghimortvx ROAMER = one "Adela 1295] 213165|dechimar 
“4” Whippet 5p. DeL. Sedan 2725) 4/3600) aegh!martvx 8-78 
$625) 4/1985\ag 7p. DeL. Sedan...| 2995] 4/3700jaeghlmnrtvx || 2p. Roadster. .... $1495) 2). 4p. Victoria...... 1295} 2 3165/d deghImnr 
op. asi "| "695} 211930lagh “6.80” 4p. Coupe 1495] 21. 5p. Sedan Plush. .| 1195} -1/3235|deghImnr 
.. ; 25| 2/2025\ag 5p. Phaeton...... 1395} 4 i a 5p ay ee 1795}. .].. 5p. on Mohair. 1295} 4/3235|deghlmnr 
25) 2)2075 2-4p. Roadster... .| 1495] 2/3025|ceghimaorw **8.80” ommander : ms 
, = |= 4 7185 ~- 9-4p. — —— 1565} 2|2975jaeghlmnr 2p. ee. wo : 3410 ag - ag kanes Pye : see om me 
1 7 2230): . 2d. Sedan.....] 1395} 2/3000/aegbilnr 5p. Brougham 1985} 2/3440\ag p. Coupe........ eghlmn 
op. I: | a 5p ard. Sedan. .+| 1595) 4/3125/aghmor. 4 Pe 1985) 4/3570/ag 4p. Victoria...... 1495) 2 3510 deghlmnr 
6” Whippet p. St ag p eet 
4p. Roadster. 825| 2/2225|agh .. .Spt. Sedan....| 1795) 4/3100 “8-88” : Sp. Sedan........ 1495) 4 ae eghlmnr 
F i rin 765} 4|2270)agh 5p. DeL. Sedan...| 1795) 4/3125) Deghlmnr 5p. Tourer....... 2495} 4/3650) cg 4p. Cpe Regal... .| 1625 2 3 6 ideghImnpr 
» Con =... -| 795) 2)2305)agh “6-90” 5p. Sedan........ 2985} 4/3880\eg 4p. Vic. Regal....} 1625] 2/3525\deghlmnpr 
> 4 7 795) 2}2405|agh 5p. Phaeton .... | 1695] 4 won papooare 7p. Sedan........ 3285] 4/3980icg 5p. hele a «| 1625) 4/3585/deghlmnpr 
Selam....++0. 875] 4|2440|agh 2-4p Roadster....| 1695] 2|2960|aeghlmorw ; 
Hh oe -..| 925] 4]2490laght 4p. Coupe........] 1725] 2/3050/aeghlmnr 7p. Tourer....... 1795| 4|3805|deghlmnprx 
—" 4p. Sedan........ 1895} 2)3150|aeghilmar 7p. Sedan........ 1985) 4/4050/deghlmnprx 
5p. Sedan........ 1895} 4/3200|aeghlmort 7p. Limousine... .| 2250} 4/4080/deghlmnprx 
5p. Landau......| 1995] 4/3250/aeghlmort 
**8.69” ROLLS ROYCE 
126” a : Bag a ay a 
5p ne gy 2795]. |3810] Deghilmnrtx ni — ....|Bfghjkmprtx 
PACKARD sara .-| 2995] 4/3875] Deghimnrtx Clee oe .-| § . |Bfghjkmprtx 
“526” one \ ‘‘New Phan 
2 362 dster....| 2995} 2/3650] DeghImnrx Open Models.....] § ...|Beghjkmprx 
4 — ae yt ; eee ee ag heb beaee a0 ‘| 3008 tg 3°75 el Closed Models....| § a eer STUTZ **AA” 
bp. Sedan......+. 285} 4/4000) Deghlmnprtx || 5p. Sedan........ 3495} 4/3950) Deghlmartx 131” W.B. 
— Coupe...... 2350} . .|3950 7p. Sedan........ 3595} 4/4050 ~~ tay tet wy ke eo | ‘4175 lc eblmnorws 
387 . ster..... | 
4p. om pe... 2425). . 13875 5p. Ber. Lim.. 3795} 4/4100 Degh mnrtx 2p a i a ap a 
4p. Vict. Coupe... 7 76/aeghimaprtx 
4 Banbout. om O3R6 + 3700 STAR ‘*4” 5p. Brougham... .} 3395 4/4334/aeghImnprtx 
> She 2485| 4/3865] Deghlmnprx 2p. Con. Rdstr....} $550} 2 aa a 2 peg ee — saan , ree ae ae 
fm... i as 192 . Land. Sedan 280/ae prix 
; See bain: a ‘ yey Deane rg — — $50 : 1965 ah P 145” W | 
4 tx PIERCE ARROW 5p. Coach........| 675] 2|2120/ah 7p. Sedan........ 3885] 4|4656|aeghImnprtx 
7p Selan........ poe , oh ae . Pll _ 32498] olso8slafeht 5p. — or 765} 4)}2200jah 7p. yy = yooat . 3985} 4/4731lla rtx 
’ L ..| 248 4?05 mnprtx p. Runabout.... dlaigbirx ; y 
b = ” . 7p. Phaeton...... 2895} 4/3440lafghirx 5p. Touring......| 725) 4|2070\a 131” W.B. 
4p Runabout... .} 3975). ./4350) Djk 4p. Phaeton...... 3095) 4/3300/afghirx 2-4p. ene , roe 2 “+: ate ea > ae 7“ ore , ree st 
p. Phaeton ..... 3975]. ./4370| Dyk 4p. Conv’t Coupe | 3350] 2].... 2-4p. Cabriolet... 2}2260\aeghmr p. Speedster... .. | 
4 Tene a 4050} 4 4410 Deghjklmnp 5p. Brougham... .} 2495] 2/3470|afgkirtx 2p. Coupe........} 795) 2!2145jahme AA Custom 
' rx 5p. Sport Land. ..| 3025] 4/3530 5p. Coach........ 845) 2/2265\ahmr 131” W.B. 
4p. Coupe....... 4950] . .|4635}| Djk 2p. Coupe........]| 3100] 2)3405l/afgzhlpr 5p. Sedan........ 925| 4|2340\ahmr 2p. Black Hawk. .}| 4885 2 ee peenmenrs 
Pe a) AY SEO Degtcimne Ho. Sud Sedanc.._| 3980] alsea0lefehires || S'ap'Se Coupe, 975] 2f22eslecehieme || dae Gab. Coupe | s800| 21-27: lecchienabes 
. Std. Seds afghirtx . Sp. Coupe. . oa 
7p. Sedan........ 5150] 4/4820 =. 4p Soame... ....| 3200] 213450 afghirt ites 5p. Pr. Wales Sed.| 6345] 4}... ./aeghlmnprtx 
rtx 5p Club Sedan. .| 3300) 4/3565ljafghir 5p. Wey. Deau. S.| 4665] 23... ./aeghlmnaprx 
7p. Sedan Lim....]| 5250} 4/4860)/Deghjklmnp || 5p. Club. Land....]| 3400] 4/3570jafghle 5p. Wey. — 4665/ 4]... ./aeghlmaprx 
rtx 7p. Ene. Dr. Lim. 3450} 4/3680\afghirtx 145” W.B , 
4p. Coupe... 3250] 2/3420/afghirtx STEARNS- 7p. Speedster... 3885] 4}... ./aeghjlmnprx 
5p. DeL. Sedan... .| 3895] 4/3500 afghirtx KNIGHT 7p. Pr. W ales Sed. 6345] 4]... .jaeghimnprtx 
7p. DeL. Sedau...| 3995 4)3600/afghirtx **F.6-85” ; 5p. Wey. Sedan 5185} 4}... .j/aeghilmnprx 
PAIGE “6-45” 7p. Lim. Encl... .| 4045} 4/3660/afghirtz 4p. Roadster... .. $3250} 2/4252|aeghkIlmnpr 7p. Cab. T’n Car | 6895] 4]... .{aeghlmnprtx 
op. Touring. ..... $1095) 4 hor —— wx 
2p. Coupe.. ....) 1005] 2/2525 ~— 2p. Runabout 5875] 2/4560/afghirx 4p. Touring...... 3250) 4/4322|aeghjklmnpr 
4p. Cab. Rast r..| 1195] 212615|laeghnr 4p. Touring...... 5875) 4/4510]afghrex wx 
Op. ronghen.. ..| 1095} 2):2660 =. 7p. hr a tears = 4 ors wea ra 4p. Cab. Rdstr...| 3550) 2/4500jaeghklmnopr 
Sp. Sedan . 1195] 4):°760 aghoru 7p. Sedan....... 4 afghirtx x 
“6-45A” - 7p. Lim. Enel. 5875] 4/4870/afghirtx 5p. Cus. Sedan. ..| 3350} 4|/4562/aeghjkimno 
dp. Brougham....} 995 3p. Coupe... .. 6375} 2/4760/afchirtx rtx 
Sedan. ....... 1095 4p. oe epee 6375) 2|4795\afghirtz 4p. Coupe........| 3450] 2/4527|/aeghkIimno 
“6-65” 4p. Sedan........ 6375| 4/4830/afghirtx rtx VELIE r 
4p. Roadster.......] 1395] 2|3055|aghmnrws 7p. no. Dr aa. ren prose te 5p. Std. Sedan... .| 3450) 4/4572 or “oom 7 oe — 
op. Brougham. ...} 1395} 2/3215/aghmor 7p. Sedan Lan 4/4840/afghirtx | rtx -4p. Ro -_ oo 
dp. Land. Bro’m..} 1395] 213115/aghmor 4p. Lim. Enel. ...| 6375] 4/488Clafghirtz 5p. Sedan Lim.:..| 3700] 4|4647\aeghjkIimno 3p. Coupe........| 1165] 2/2730|aehkmr 
op. Sedan........ 1495] 4/3280 ~ alll 4p Sedan. ...... 6475) 4/4805\afghir ' rtx 5p. Sedan........ 1165} 4/2810jaehkmr 
“6-75” 2p. Coupe.. .....| 6600) ? phd wae 5p. Cus. Sed. Lim.} 3700) 4 408 7;naghjuinns 5p. a Soden. ..| 1325]. .|..../eghkmr 
7p. Touring. .... . 1655] 4/3420|aghmnrx 4p. Sedan Land.. .| 6600} 4/4800)afghirtx rtx ' 
4p. ‘wd alee 1895} 2/3540 el 4p. Encl. Land... .| 6600] 4/4880/afghirtx 7p. Sedan........ 3750} 4/4702|aeghklmno 5p. Club Ph’tn....| 1450} 4/3025|aehimnprx 
bp. § 1695) 413550/aghjmnrux 7p. Fr. Limou....| 7500} 4/4740\afghirtx ' rtx 4p. Coupe ae 1585} 2/3260|aehmnrux 
4p. Coupe... 1895} 2/355C/deghmorx 7p. Fr. Landau...| 8000) 4/4865/afghirtx 7p. Sedan Lim....| 3950} 4/4777|aeghklmno 5p. Spec. Sedan...| 1585] 4 eon oo ome 
ip. Sedan 1°95] 4/3765|dghmnrtx 7 7 rtx 5p. Royal Sedan. .| 1635} 4 aehmnrux 
7 Lain — 4 Bender 3950| 2)4448/aeghkIlmnpr 
p. Roadster... .. 2)444! 
ip. Touring... . . 2195) 4)3570|aeghmnprx Wx 
bp. Sedan........ 2255] 4/3700|aeghmnprux 4p Touring...... 3950} 4/4633|aeghjklmnp 
4p. Coupe 2495] 2|3700|aeghmnprx rwx 
4p. Cabriolet oma 2495| 213690|aeghmnprx PONTIAC ‘‘6” 4p. Cabriolet... .. 4550) 2/4717|aeghklmnopr 
ip. Sedan... .. 2525] 4/3910|aeghmnprux |} 2-4p. Roadster....| $745] 2/2160jah x 
ip. linewdinn 2665} 4/3950|aeghmnprux 2p. Cou 745} 2)2275!ah 4p. Coupe 4550) 2|4882|aeghkImnor WILLYS- 
eon 798 2 0345 - 5p. Sed 4650| 4}4934 hkl neeA” 
4p. Sport Cab 795} 2)2345)a p. Sedan........ 3 aeghjkImno - 
Bp. am Sedan. 845) 4/2460\ah - | rtx 2p. Roadster... .. $1850) 2/3645\|aghorx 
5p. Del.. Landau.| 925) 4/2510)aeh 7p. Sedan........ 4750| 4/5027 rane y re Roe. - = oe — 
rtx <-4p. Ua vee 
PEERLESS 5p. Sedan Lim....| 4850) 4/5009|aeghjklmno 4p. Foursome.....| 2095) 4|3975jaghinrtx 
“6-60” rtx 5p. Sedan........ 1995] 4|3975|aghortx 
+4 eandate r....}$1295} 2}2600ladeghImnr REO ‘A” 7p. Limousine... .| 4950} 4|5102|aeghklmno . nl W.B. onda 
: p. Upe R istr..} 1345} 4 2725\adeghlmnr 2p. Roadster..... $1686) 2/3300/aeghnr rtx p. Touring...... —— 
bp. Sedan... 1345| 4/2895|adegh!imnr ..Brougham.....| 1685] 2/3425jaeghinr TP. SOGNM.. 2000. 2850) 4/4075laghortx 
Mn % . 2p. Sp. Coupe....| 1625} 2/3320/aeghor 7p. Limousine. ...| 2950} 4/4075 
— * W.B. ‘p. Victoria...... 1845| 2/3350/aeghnr me = ca ae Fo 
pe.. 2295) 2/3400|aeghjlmnrtx a 1845] 4/3550/aeghnart STUDEBAKER | p. Roadster... . 0} 2/2 g 
Sp. Sedan. 2395) 4/3475|aeghlmortvx .. Del, “hh 1995! 4/3550|aeghnrt “The Dictator ao) 5p. —e*- er 1295} 4 2900 aghor 
13314” W.B. “Wolverine” 5p. Tourer....... $1165] 4)3080|deghlmar 2p. Coupe........| 1295] 2|2815|agbnr 
7p. Phaeton. ..«.| 1995) 4/3175/aeghImnrx Cabriolet . .. 1195) 212850}aeghnr 5p. Du Phaeton. | 1195) 4/3105\deghlmnr 5p. Coach........ 1295} 2|3010\aghnr 
2-4). Roadster... .} 2195} 2 3300jaeghImnrtwx || 5p. Brougham ...| 1195) 2/2960jaehine 7p. Tourer....... 1245} 4/3090|deghlmor 2-4p. Cab Coupe..} 1495) 2 2880 aghnr 
ip. Sedan... 2595} 4/3675jaeghlmnrtvx || 5p. Sedan........] 1295} 4/3090jaeghnr 4p. Roadster... .. 1245 s ener iene 5p. Sedan........ 1495} 4/3105|aghaort 
ee 
KEY TO SYMBOLS: 
A—Wood wheels with spare. D—Disk wheels w:th spare. i—Trunk and trunk rack o—Car heater. v—Vanity set. 
a—W ood bh ba —— d—Disk wheels. - j—Trunk rack, no trunk. p—Cigar lighter. w—Windshield wings. 
B-\ire wheels with spare. e—Front and rear bumpers. k—Spare tire. r—Rear traffic signal. x—Clock. 
p : - 
t—Wire wheels. f—Front bumper. I—Spare tire lock. s—Spotlight. —Overall length. 


C--Optional wheels with spare. 
c— ‘Type of wheels optional. 


g—Shock absorbers or snubbers. 


h-- 


Automatic windshield wiper. 


m— Engine heat indicator. 


n— Dash gasoline 


age. 


t—Vanity and smoking set. 


u—Smoking set. 


§—Prices on application. 
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St . Service 


Engineering * Production 


Join in Praising 


LOCKHEED 
HYDRAULICS 


NY interested investigator 

who discusses Lockheed 

Hydraulic Four Wheel Brakes with the executives of 

any automobile company whose cars are equipped with 

Lockheed Hydraulics, is always deeply impressed with 
their enthusiastic satisfaction. 





He is doubly impressed when he talks with the executives 
in all the departments having to do with the brakes— 
that is, with the sales, the service, the engineering and 
the production men. 


Naturally, these men value Lockheed Hydraulics most 
highly for reasons having to do with their own particular 
workaday problems—but the point is, that whatever 
their particular viewpoint, they all believe that no 
other braking system is equally as satisfactory as the 
Lockheed Hydraulic. 


In selling, in service, in production, Lockheed Hydraulics 
are better brakes—and they are better, also, as en- 
gineers will testify, from the standpoint of permanent 
effectiveness. 


HYDRAULIC BRAKE COMPANY 
DETROIT, MICHIGAN, U.S.A. 
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It’s Enough to Know 
It’s a GILMER 


HETHER a customer wants V-type or 
flat type—if you sell him Gilmer Moulded 
Rubber and Cord, he knows he is getting the 
most dependable fan belt service in the world. 





Put a Gilmer Fan Belt Cabinet on your counter. 
It saves time, saves stock, saves money.—Thou- 
sands of retailers have found it the sure-fire 
way to make a fan belt business show REAL 
PROFITS. Ask your jobber. 


L. H. GILMER COMPANY 
Tacony, Philadelphia, Pa. 
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SHERWIN. 


Distinctive featur 
of OPEX Sandgla 


Sands quickly to velvet glaze: 
Can be dry or wet-sanded in two hoy 


Is non-porous, and therefore holds ¢ 
finishing lacquer to deeper gloss; 


Has excellent filling properties: 
Flows well despite high solid conte 


6 Will neither harden in bott 
of package nor settle w 
thinned in spray pot; 
7 Saves time in sanding; 
~ Cuts material cost because 
high solid content which eeaialiadl 
quires 150% plus thinning; 
Q Has greater elasticity than otl 
surfacers; 


Oc 
























If you want— 


A hard, tough, but not brittle \ 





film that is wear, water and 
weather proof; 

A natural gloss which can be 
brought to a high lustre with 
the lowest labor cost; 
Exceptional covering capacity 
with a minimum material cost; 
An even flow and smooth sur- 
face free of bubbles, orange 
peel or blushing; 

Fast lacquer enamels and color- 
less clears; 

Uniformity of consistency, 
weight and shade; 


No residual odor or toxic 
fumes; 


Ub ODO NPE 


Loam kf WO NN 


You will use 






The perfected 
lacquer enamel 


Trade-mark registered 





LARGEST 
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Th LIAMS 





ENAMELS 





SHERWIN-WILLIAMS 
Prapucts 


fj 





| SANDG LAZE 


(SURFACER) 


Now a perfected 
Lacquer sanding surfacer 


for dealers who care 





ah HE first thing you seek in a lacquer 
undercoat is easy sanding but— 
Never forget this: A sanding surfacer 
which gains this property at the expense of 
elasticity, durability and solidity of film is 
not the kind on which you can afford to 
risk your reputation. 


We could have made a surfacer that would 
sand easily by simply increasing the pig- 
ment content at the expense of the solid 
content of nitrocellulose, gum and oil. But 
such a surfacer would not have measured 
up to the recognized standard that is behind 
the success of Opex. 


So instead of following the line of least re- 
sistance, Sherwin-Williams laboratories de- 
voted many months of intensive research 
to the big task of formulating the ideal 
lacquer sanding surfacer. 


The result is Opex Sandglaze—a totally 
new combination of oils, pigments and 
nitrocellulose. Although announced here 
for the first time, Sandglaze has been 
thoroughly proved on the assembly lines of 
large production plants as well as in custom 
shops. | 


Here at last is an undercoater with the 
ideal combination of easy sanding qualities, 
non-porosity and durability. Unlike most 
lacquer surfacers it does not settle in the 
package or, when reduced, in the spray pot. 
It is ready for sanding two hours after 
applying. Thus it cuts sanding cost. It 
also effects a marked economy in material 
cost because it requires 150% reduction 
with Opex thinner. 


Other plus features of Sandglaze are listed 
opposite. Write or wire for complete in- 
formation. 


THE SHERWIN-WILLIAMS Co. 


420 Canal Road 


CLEVELAND, OHIO 
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N RECENT TEST, PROTEX CHAINS OUTWORE TWO OTHER WELL-KNOW 
SHAINS—SAYS DETROIT DISTRIBUTOR... 


PROTEX CHAINS ARE BUILT 
INEST STEEL AVAILABLE FOR A TIRE CHAIN—CHROME 


AND HEAT-TREATI 


“Dp... GOOD FOR HUNDREDS OF MILES O 
IE PUNISHING WEAR OF BARE 


* . 


NDREDS OF STU 


1 WEAR—EVEN UNDER 
5») WET CONCRETE AND COBBLESTONI 
RDY HORSESHOE-SHAPED LINKS INT SKIDDING 
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A statement to 
the automotive men of 


America... 


( Two years ago Protex Chain was 
introduced to the trade—marking 
a tremendous advance over con- 
ventional type skid chains. Within 
thirty days we were swamped with 
orders. Convincing proof of the 
long-felt need for real anti-skid 
protection! 4 But we did not stop 
there! 4 Since then our engineers, 
metallurgists and designers have 
been working 24 hours a day effect- 
ing constant improvements in 


design and quality of material. 


PROTEX CHAIN COMPANY 
Waynesboro, Pa. 


PIROTIEX 


== TWHIRE CHAIN $= = 
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Result? 


( Today—we offer the trade a perfected 
anti-skid tire chain. Unquestionably—a 
product in a class by itself— 





















First—for true anti-skid protection 
Second—for sheer wearing strength 
Third—for net sales profit. 


qj Protex Chain is now being backed by 
one of the most dominant and smashing 
advertising campaigns ever put behind 
such a product. Thousands of dollars 
every month are going into the develop- 
ment of the Protex Market—your market! 


(| The product is right...the profit is good ; 
...the opportunity is there. Unlimited 2% 
production and financial facilities are C 
available. Car dealers, service men, acces- FS 


sory men—swing into action! 


PROTEX CHAIN COMPANY 
Waynesboro, Pa. 


PROTEX 
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ELECTRIC 


Windshield Wiper 


Here is why Dyneto is so easy to ; _ a - 4 
sell; why it is the best money- In snow, sleet or rain when conditions are at their worst ani 





shield th ‘Tt is. a. danger of accident is at its highest—then the driver’s greate® 
pact, good-looking. Neat Duco need is for clear, full double vision. 







finish. All steel parts made rust- 
proof by a special process. Its 
performance is always steady be- 
cause it operates electrically. Up- 
hill or withidling engine it main- 
tains even speed when others 
would be dragging or racing. 
Uses only as much current asa 


tail light and so costs nothing to 


speente. Aenalnoaweretalitiense Double vision protects tne other front seat occupant from tht 


to clear windshield. Operates in- discomfort and nerve strain of peering and squinting throuy 
definitely without over-heating 


orlosing power. Peattivaly babel a windshield streaming with rain or splotched with snow. 
cated without attention for two 
years. Silent and free-running, 
as its gears are cut, not stamped. 
Rubber blade easily adjusted. 


Billex 


Trouble and danger rushing up on the right — the drivet t 
Money Makers blind side in stormy weather—can be foreseen and avoid 
with double vision. 











Biflex Bumpers 
Halladay Bumpers 
Oilostat—Engine Protector 


Dyneto Windshield Wiper “¢ The BIFLEX CORPORATIO} WA 
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7 —and also 
~ DoublePROFIT 


for the dealer 


You can sell double vision to 4 
cars out of 5 without trouble. The 
advantages are worth far more 
than the small cost. Ifa car has 
no windshield wiper equipment, 
or if it has one that does not work 
well, install the Dyneto Electric 
Tandem with two blades. Retail 
price $6.50. When a caralready | 
has a single wiper giving satis- 
faction, you can sell a Dyneto 
Electric for the right-hand side 
of the windshield. Sell it on the 
basis of double vision, double 
comfortand double safety and as 
a common courtesy to the occu- 
pant of the right front seat. It is 
well worth the low price of 


Your jobber can supply you with 
this bigmoney-makingaccessory. 
There are easy profits in it for 
you. If yourjobber doesnot carry 
Dyneto, order from us direct and 
we will ship you immediately. 
Attractive discounts. 


TY 
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Millions to be made on 


PRODUCTS 


Spark Plugs 


Over 12,000 cars a day equipped at the factory with AC Spark Plugs, among them being: 


Chevrolet . .. . .« « « « Always AC-equipped 
ae . . AC-equipped for nineteen years 
Oakland .. . . « «+ « AC-equipped since 1908 
Pontiac ... AC-equipped since the first one made 
Oldsmobile . For seventeen years AC-equipped 
Cadillac . . . . . AC-equipped since 1902 
Hudson . . . AC-equipped for thirteen years 
Essex .. . . . « « « Always AC-equipped 
Chrysler . . ital since the first one made 
Sn «+ <« * » « « « « « Always AC-equipped 
ae .« -< <o8 . . - « Always AC-equipped 
LaSalle .... . . . AC-equipped since announced 


These well known makes, plus 125 other makes of cars, trucks, tractors, motorcycles and 
engines make the daily total of AC-equipped engines well over 12,000. 


This tremendous equipment means positive and ever-increasing sales for dealers. 


Oil Filters 


There are now more than amillioncarsinuseand ‘The filtering unit on every one of these AC Oil 
over 10,000 a day are leaving the factories—all Filter equipped cars becomes filled with dirt after 
AC Oil Filter equipped. a certain mileage and must be renewed, to insure 
Following are the cars and trucks using AC Oil efficient lubrication. 

Filters as equipment: In addition to this, there is the business of com- 
Passenger Cars plete oil filter installations for cars not equipped 


Buick Nash with an oil filter. 

Cadillac Oakland How You Can Get This Oil Filter Business 

Chandler Oldsmobile Make it a point to test the oil filter on every oil 

Chevrolet Paige filter equipped car. 

Dod onl Write a letter to owners of oil filter equipped cars 
ow aoe in your community, advising them that their oil 

La Salle Yellow Cab filter cartridges should be renewed at least every 

Commercial Cars 10,000 miles. 
Available Nelson-Le Moon Ct Over to owners that an oil filter is economy 
Federal Dime because it keeps the oil clean — thus reducing 


engine wear—and there is not the expense of 
GMC Ward-La France changing oil every 500 miles. 


A. C. Spark Plug Company, FLINT, Michigan 


AC SPHINX Makers of AC Spark Plugs — AC Speedometers AC-TITAN 
Birmingham AC Air Cleaners—AC Oil Filters Clichy (Seine) 
ENGLAND AC (;,asoline Strains rs FRANCE 





Over 200 of the world’s most successful manufacturers use one or more, or all of these AC Products 


fA. SPARK PLUGS At) SPEEDOMETERS Al AIR CLEANERS AC OIL FILTERS 
AAC. FueLpumps ‘AC GASOLINE TRAINERS ‘AL AMMeTeRS ‘AC oicauces ‘AC THERMO GAUGES 
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VALVE SEAT REAMER SETS 












































HIS set gives you complete reamer equipment for 

fast, accurate work in refacing and narrowing valve 
seats on many motors. It includes Sioux 45° Roughing Reamer 
for easily removing hard and crystallized deposits; 45° Finishing 
Reamer; 15° and 75° Nicked Tooth Reamers for narrowing 
valve seats with amazing ease and smoothness and without chat- 
tering; 5-16 and 3-8” pilot stems with .001, .002 and .003 over- 
sizes in each size for use in worn guide holes to prevent wobbling 
or traveling and to assure the snug fit necessary for a perfect job. 


Sioux Reamer Sets also furnished in Special 
service station sets for all makes of cars. 


Your Jobber Sells Them 


ALBERTSON & CO. 7 2 8 Sioux City, lowa, LJ. 8. A. 
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Cooper Rail Type Exhaust Heater 
he most popular front seat heater. Ex- 
a large ribbed heating element radiates 
abundance of heat. Sixteen inches 


bong — well proportioned — fits snugly 
against seat out of the way. Finished in 


black enamel. List price complete with 
valve and dash control $15.00. 


Winning The Profitable Heater Business 


A real prize is yours, if you win in the race for 
heater business this year. There’s money, 
lots of it, waiting for the garage owner, car 
dealer and service station who concentrates 
on the complete Cooper line. For here is: 


1—Merit. Cooper Heaters are developed and 
made in severe winter weather. They heat in 
cold weather. 


2—Reputation. Car owners know the Cooper 
name. They know that Cooper Motor Test- 
ing Valves and Cooper Heaters have given true 
service and satisfaction. 


Cooper ie 
Long Register Type Exhaust Heater 
Its fine appearance instantly attracts th 
car owner to this type of Cooper Heate 
| Size 2154" x 75%", with aluminum grille. 
, \~“agpList price complete with valve and dash 
control $22.§0. 
Standard Exhaust Type Heater. Size 
1414” x614", enamel grille. Price $12.50. 


3—National Advertising. We are telling mil- 
lions of car owners about the exclusive heater 
improvements found only in Cooper Heaters, 
— our campaign in The Saturday Evening 
ost. 

Your jobber will tell you about the Cooper 
Profit Plan. It is something new in Dealer 
Helps on Heaters. Ask him or write us. 

The Wonderful Cooper Exhaust Heating Valve 
controls all heat from engine. Universal, due 
to exclusive locking ring method of attaching 
to exhaust pipes, three sizes fit all cars. 


COOPER MANUFACTURING COMPANY, Marshalltown, Iowa, U. S. A. 
Exclusive Sales Representatives, THE FULTON CO., Milwaukee, Wis., U. S. A. 
ATTENDANCE AT THE A. EA. DEALER MERCHANDISING MEETINGS—PAYS 
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OTHER BOSCH 
AUTOMOTIVE 
NECESSITIES 


BOSCH ELECTRIC 








m Double vision, two arm, electric f 
| windshield wiper, uneffected by 
y engine speed. Gives fair weather 
vision when it storms—all 
can see all. 


BOSCH 
TRAFFIC-TUNED 
HORNS, Electric 


Four sizes and 
types of instanta- 
neous warning 
signals with dis- 
tinctive tones and 
eficient warning. 


BOSCH 





Gas-tight, heat resisting 
Bosch Spark Plugs give 
big, ribbon-like sparks for 
cold weather starting. 


BOSCH IGNITION 
FOR FORDS 


Automatic, dependable 
Bosch ignition adds new 
performance to Fords, 
improves power and 
gives greater mileage. 





BOSCH UNIVERSAL 
IGNITION COIL 
. 


Replaces igniticn coils 
on all makes of cars and 
trucks. Gives Bosch 
standard of depend- 
able performance. 





BOSCH MAGNETO 


AND GOVERNOR 
FOR FORDSONS 


Automatic 
control for 
Fordsons. £ 
Saves in oper- 
ation and im- 
proves the 
performance. 
Saves its cost 
in a season. 


BOSCH 
SHOCK ABSORBER 


Correct control 
for all makes and 
types of cars. 
Three point con- 
trol for Fords. 
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Ten Million Model T Fords are on the roads. 
date in performance and comfort. 
existed is on your doorstep. 


Their owners want them up to 
The greatest accessory market that has ever 


The Bosch Modernizing Kit contains a set of 3-point Control Shock Absorbers, 
complete Bosch Ignition System, including the Type FI-600, the Bosch High Speed 
Coil and four Bosch Spark Plugs. 


The Bosch Kit gives Fords big car ease of riding, big car smoothness of operation, 
quick starting, power, economy of gas, freedom from ignition troubles. ‘The 
features so long waited for are combined in one purchase within the means of 
everyone. 


A new merchandising idea which turns a halt in sales into a march of profits. 
Clip and mail coupon now and get the Bosch Modernizing Kit into sales action. 


MAIL COUPON 


AMERICAN BOSCH MAGNETO CORP. 
Springfield, Mass. 


AMERICAN BOSCH 
MAGNETO CORP. 


SPRINGFIELD 


Full particulars concerning the new Bosch 
Modernizing Kit for Model T Fords would 
be appreciated by 


MASS. 


Branches: 
Chicago 
San Francisco 


New York Detroit 


Name 


Address 
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It’s Really Selfish 


The zames of parts may not be the 
influence they once were in selling 
automobiles. The performance of 
parts has greater sales effect than 
ever in this intensely competitive éra. 


, The Carter carbureter is capable of 
all the performance made possible 
-by a correct principle, brilliant 


= development, and the height of 


precision. The Carter-equipped car 
_ performs up to the full possibilities 
of its carbureter— because it 1s a good 


-car—and because that is the chief 


concern of Carter field men. They 

. work directly with dealers every- 
~ where. Their scope is car perform- 
ance; not merely Carter performance. 


That’s really selfish. For it has been 
a big factor in putting Carter car- 
bureters on more than one-third 
of all cars being built in America! 


CARTER CARBURETOR CORPORATION, Saint Louts 


DIVISION OF AMERICAN CAR AND FOUNDRY COMPANY 
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The Best Service brings 
the Most Customers 





“Free air” ceases to be 
an expense and becomes a 
creator of business when it 
brings in customers who 
do not ordinarily trade 
with you. The Curtis Air 
Stand is built to bea trade- 
bringer. 


Slight pull on hose brings 
arm into position to reach 
all tires. Oil check keeps 
hose from whipping about 
when released. Hose al- 


er ways up out of road-tar and 
Users Come Back to ol 
Two styles—air only or 
a air and water. Serves com- 
the Curtis two tay plete 32-ft. circle. Oil check 
; ; | operating on kerosene works 
This has happened time and time again: A firm first perfectly in freezing weather. 
. - th he hich . f Ball-bearings protected from 
owns a Curtis compressor; then the higher price o my pn pn 
another make leads them to expect higher quality; but reinforced at critical points 
° ° . ° inis 
a short experience brings them right back to Curtis— catereeieees 
and brings them back “for keeps”. 

Why has the Curtis been the standard for 
so many years? It is designed by a 73-year-old 
company which, during the past 30 years, has developed 
a vast knowledge of compressed air. Its disc valves-in- 
head, die-cast bearings, honed cylinders, precision- 
ground pistons and crankshaft would do credit to the 
finest automobile. Behind the Curtis is a firm with a 
“million or over” rating. Production on a tremendous 
scale makes the price extremely reasonable. 
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~ Reasons for riding with 


Thy 


‘t£C uu. S$ PATENT OFF 
BRAWN UO we 


ANTI-KNOCK 
COMPOUND - 


| ETHYL GASOLINE | 
] CORPORATION 


NEW YORK. U’S°A: 











ETHYL GASOLINE 


You have heard and read much about 
“anti-knock” (high compression ) fuels .. . 
how they increase motor performance 
... Which one,” you may ask, “is best 
for my car?” 


Hundreds of thousands of car owners 
now answer... ETHYL GASOLINE. 


Large oil companies and their jobbers 
answer ... ETHYL GASOLINE. 


And you yourself, after trial, will 
answer ... ETHYL GASOLINE. 
These are the reasons 


1. Ethyl Gasoline is regarded by leading 
automobile and fuel engineers as the out- 
standing “anti-knock” motor fuel. 


ETHYL GASOLINE CORPORATION, 25 Broadway, N-w York City 


2. It is standard for “‘anti-knock” rating 
by prominent oil companies. 


3. It has no harmful effect whatever on 
the motor or its parts. 


4. It has made possible the new high com- 
pression engines and cylinder heads now 
being introduced. 


Ride with Ethyl today 


Find out for yourself its advantages. Note 


the elimination of “knock” .. . added 
power on hills ... faster pick-up . . . less- 
ened gear-shifting . . . cooler motor ... 


all-round increased performance. On sale 
throughout the United States and Canada 
at pumps which display the “ETHYL” 
trademark. 
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“Now, Willie,” said father, 
“the trick is... 


to get this wheel 


together aga 






in!” 





BUDD 


SKID—a crash—and another wooden wheel 
crumples into kindling wood. 


Then the day’s pleasure takes wing—and so do 
quite a flock of dollars. For a ruined wooden wheel 
means a new one at $20, a towing charge of $7 and 
about six hours’ time. 


But Budd-Michelin Wheels have the strength of 
steel. They can’t collapse. If one does bend under a 
blow that would wreck a wooden wheel, it does not 
mean tragedy—just changing to the fifth Budd- 
Michelin that rides on the back of the car. And the 
bent wheel can be made as good as new again for $3! 


The man who rides on Budd-Michelins saves money 
and dodges the tow car. Don’t let your prospects 
forget it! 








WHEEL COMPANY ... Detroit 


Budd Service Stations in all principal cities—parts and service for wheels of every type. 










To put on a Budd- 
Michelin Wheel, set 
brakes and place 
wheel in position 
before the mount- 
ing studs. 


Slip pilot bar 
through top 
mounting hole and 
over top mounting 
stud. Lift up and 
wheel slides into 
place. 


Put on cap nuts 
and tighten with 
socket wrench— 
that’s all there is 
tochanginga Budd 
Michelin! 


































76 MOTOR AGE October 20, 1927 Octo 











Sess 30% ANNIVERSARY iy: /j 


This Power Team Will Pull 
Loads of Profits for Battery Men 
from TWO GREAT FIELDS— 











Vesta Radio “A” Battery : 
—in Clear Glass Case 


Vesta ISOLATOR Battery 
TheONLY Battery withIsolators 


a 
You'll lead the field if you sell Vesta THE VISIBLE battery! — ' - 
. : y! Everything in plain 
ISOLATOR Batteries —youll be beyond view. Ideal for radio owners as it saves tak- 
pe — you'll build a better business ing the battery out and away from the set in . 


Every battery should have the isolators and 
ONLY Vest Isolator Battery has them! 
ISOLATORS lock the plates apart — firmly 
in place—minimizing plate buckling and short 
circuiting—the cause of 75 per cent of battery 
breakdowns. 


Get the compete ISOLATOR facts and com- 


order to look into it to see water level. 


BUILT-IN HYDROMETER shows state of 
charge at all times. Positive plates are 25 
per cent oversize and rubber sheets in addition 
to wood separators. 


In 50 and 100 Ampere hour sizes. 





pare them with the battery you are selling. 


Vesta quality is built into a complete line of batteries—with a 
complete price range—for both auto and radio 


VESTA BATTERY CORPORATION 
2100 Indiana Avenue, Chicago. IIl. 


’ 2 oe ee ee ee ee ee ee ee ee) ee es ee ee ieee ee ee ee ee 

| VESTA BATTERY CORP. MA 10-20-2° 

1 2100 Indiana Ave., Chicago, Ill. ' 

Please { } send usthe name of the Vesta Dis- 

y tributor near us or{ } send us particulars on the ! 

4 Vesta Dealership. I 

/ i | 
ia la ce Se 


QUALITY BATTERIES for AUTO AND RADIO RR tee near 


—— =) ee em ee 


VESTA QUALITY RADIO PRODUCTS: Radio “A” Power Units in 

Clear Glass Cases; Radio “B” Power Unit; Trickle Chargers in both 

Balkite and Vertrex Types; Radio “A-B” Complete Power Unit with 
Westinghouse Rectifier and Radio Batteries. 
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The door to increased prolits on parts 





VER 5000 car dealers 

have entered intoa profit- 

able parts business by installing 

Lupton Auto Parts Storage 
Systems. 


LAPS Systems add to profits 
in four ways.(1) They save 
time in supplying shop and 
trade with replacements and 
are economical of floor space. 
(2) They save money invested 
in stock by keeping all items 
at correct demand level, elim- 
inating expensive surpluses or 
shortages. (3) They build up 
sales of parts and service by 
scientific display. And (4) they 
help create new car sales by 


ensuring continuous operation 
to car-owners and advertising 
the efficiency of your service 


! 


g 


ee 


department. 

If you’re an aggressive dealer, 
determined to make the most 
of your franchise, you can’t 
afiord to be without LAPS, 
the foundation of successful 
parts merchandising. Get the 
deta'ls now on the system de- 
signed for your car and volume 
ot business. Write for complete 
details today. 


FS a 1 





DAVID LUPTON’S 

SONS COMPANY 

% General Motors Building 
, DETROIT 








LupTON AUTO Parts STORAGE 


LAPS SYSTEMS ARE ALWAYS UP-TO-DATE Wi1TH LATEST PARTS BOOKS 

















Howard Safety First Fresh Air Auto Heater " 























The Heater that Heats with the - > 


Winter Front CLOSED or OPEN | ait a 


Our engineers have designed a Cast Alumi- 
' 
i 
yl . 
-—-———.. | ! ) 
t 
' 











num heater, which in itself is the best heat cooair 
conductor; getting away from the usual Win winter 
noisy, dangerous, stamped sheet-metal type [FRONT Suosep 
and have built a real quality product which 

will outlive the life of any car. 



















































































SAN En’ 
Individually , , a 
designed and (A patente cast sekaeniimeaial 
exclusively AROUND EXHAUST \ ENGINE snes 
built for Instant Heat With Safety 
Rolls-Royce The Howard Safety First Fresh Air The Howard Safety First Fresh Air 
Lincoln Heater throws clean, heated, fresh air into Heater and the fresh air intake at the fan 
Cadillac the car sufficiently within the first mile to are cast aluminum and the radiators in the 
Packard keep the occupants comfortable on the floor are polished cast bronze and alum- 
LaSalle coldest days. Hot air registers are placed inum. Easy to install on any car in a short 
Stutz in front or rear riding compartments, or time without disturbing any standard part 
Chrysler both. There are no working parts. of the car. 
Marmon Bi vo 
Pierce-Arrow Write for complete information and prices. Big profits for dealers. 
Hupmobile HOWARD SAFETY FIRST FRESH AIR AUTO HEATER 
-~w reggae Manufactured by Automotive Division 
aige | 
Nah HOWARD FOUNDRY 
Dodge Pattern Makers, Founders, Machinists 


Auburn 2700 Fulton Street Chicago, Ill. 
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Go After the 
Solid Truck 


Tire Business 


with an 
ELMES TIRE 
APPLYING PRESS 
on wheels 
A Custom-Built Press to meet the Serv- 
ice Demands of the Larger Size Truck 


Tires. Parts proving defective within 
one year, replaced f.o.b. Chicago. 























' las . DO ALL YOUR BUSINESS OUT OF 325 Ton Mode! 
There are good profits with a minimum in- ONE SERVICE STATION No. 2727 
vestment selling Standard Safety Heaters. WITH 


You carry only one size and model which, 
with a small assortment of adaptors, fits prac- 
tically all makes of cars. 


7 if" 
Small—over-all length only 1144”. SAFE— CHARLES F. ELMES ENGINEERING WORKS 
one piece, gas-tight casting with no welded or 233 N. Morgan St., Chicago, U. S. A. 


brazed joints. No obstructions! No restric- New York, 420 Lexington Ave., Phone Lexington 4270 
- tions! Fresh, 

warm air when- 
ever motor is 
running. Elim- 
inates heat fa- 
tigue. Quickly 
and easily in- 


“HY DRAULIC- 
Ys Sy 


Vy SZ (Ey 
WLLL YY SINCE i851 
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OP cttcccccccd: 










OMPLETE TRUCK TIRE STATION ON WHEELS 


E LR 


€ APPLYING PRESS ROAD SERVICE /- 











+ TiR 
stalled. oe 
Black Arrows White Arrows Send for prices 
—exhaust —fresh air and discounts 
Canadian Distributor: RAILWAY & POWER ENGINEERING CORPORATION, LIMITED 
Montreal Toronto Winnipeg 
A Complete TRUCK TIRE STATION Wheels, 
Standard Tube & Mfg. Co. — * that is busy day and night. = — 
2434 Scotten Avenue Detroit, Mich. 











Are You Groping in the Dark 


—in your search for bent and twisted axles, 
checking up axle tilt, and finding the cause 
of SHIMMY and hard steering? 


You ARE—if you are not using the 
Bear Axle Gauge No. 40. It is the 
ONLY practical tool that will show 
bent and twisted axles, caster, (or 
tilt) and the cause of shimmy and 
hard steering. THERE IS NO 
OTHER WAY! And it works 


without removing the axle. 
: Nearly all steering troubles today 
Buy Genuine Parts are caused by the front axle align- 


: ment. Without checking axle align- 
In This Carton / ment, wheel aligning is useless. The 








To insure that Brown-Lipe Gear parts one depends on the other. Until 
are new and genuine ask that they be sup- you check and adjust axles, no ; 
plied in this carton, printed in distinctive amount of effort to correct pitch and toe-in can 
shades of green, brown, red and black. It give satisfactory results. 
is your only absolute guarantee of depend- The Bear Axle Gauge is simple and easy to oper- 
ability and service. ate—takes only ten minutes—and will discover 
Circular giving identification numbers for all hundreds of dollars’ worth of repair work for your 
Brown-Lipe Gear parts mailed free upon request. shop every month. Write for illustrated descrip- 
_— Lae tive circular and full information. 








SYRACUSE,N.Y. 





Bear Special Wheel Aligner No. 10 


The most accurate of all wheel aligners—measures both 
PITCH and Toe-In of front or rear wheels IN SIX- 
TEENTHS OF AN INCH! No difficulty with balloon tires, 
four-wheel brakes, wire or disc wheels. Always accurate, sold 
with Templet, $35. Free circular and information on request. 


Bear Mfg. Co. *“*iiincis”* 


— 


™ a. 


- 
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Dealers Boost 
Used Car Value 
With Handigrip 


The response since Handigrip Junior was first an- 
nounced a few months ago proves that the smaller 
dealers, as well as the larger ones, were already 
interested in the eaveutnge of spray painting. 
Many are buying Han- 
digrip Junior now— 
grasping the opportu- 
nity to boost the value 
of used cars by paint- 
ing them economically 
in their own shops. 
With Handigrip Jun- 
ior, as with larger 
Handigrip units, you 
. can do a complete job 
Handigrip Junior Complete Outfit im paint or lacquer; 
stripe, touch up or 
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“PROTEXALLS” will stamp you as the Up-to-Date garage or 


, ’ : bd ° 
service station in your city. Dress your men in a distinctive patch ; do an hour's work ma few minutes ; 
“Protexall” uniform with your firm name on the back. Lmprese practically eliminate sanding; reduce drying time, 
your customers by having your men in neat uniforms. Appear- and increase the value and salability of used cars 
ance of your service man is_ very important. ‘‘Protexalls” give t the | t tf labor 
them a good appearance. ‘‘Protexalls’’ are made of fabric care- a e cas cos or abor. . . : 
fully selected for endurance. Different patterns and colors lend Handigrip Junior is a complete unit with air com- 
an opportunity to select a distinctive style of advertising your pressor, motor (or gasoline engine), air tank and 
business. They fit comfortably. . . : 

connections, ready to attach to any electric socket 
Regardless of the size of your order “‘Protexalls” will be furnished and operate 
on request with your name or trade mark neatly embroidered , ‘ ‘ , 
across the back. Make ‘Protexalls’’ your next work garment. Priced at only $175—the savings and increased 
Ask your jobber’s salesman. values on a few jobs will pay for it. Write us 


—kindly address Dept. M. 


The Protexall Company PLUMMER-HUFF COMPANY 
100 N. Main Street Abingdon, IIlinois NAPOLEON, OHIO 

































FOLLETT’S soot. TIME STAMP 


accounts for every labor minute 


Prints the year, month, day, hour, - 
minute, A.M. or P.M. at the exact 
moment the plunger is pressed—like ens 
this, for example: aw 

+ \Y \ ‘ —— 


NOV 19 820 4 35 FM 


Tells when a job is started—and when it is 
finished. There can be no dispute over the 
Learn the inter- time charge. 

esting details Absolutely automatic — except for winding. 


from our de- : 
scriptive data. Every machine guaranteed. 


Follett Time Recording Co., 217 High Street, Newark, N.J. 
“Established Since 1904” 


‘ ——— aeneentl 
. a a TO ew 




















600% PROFIT ON $3.50 


quake! jobs that come into your shop need some spring 
replaced. How often is the whole job held up be- 
cause you've got to hunt for that certain spring. 


With Peck’s Spring Assortments, selected steel and brass 
expansion and compression springs, you pick the size, 
snap it on, save time and make more money on the deal! 


Peck’s Assortment No. 2 shown above, 250 expansion and 
compression springs in a wide variety to fit into most 


LICENSE PLATES BRACKETS auto repair needs. List price, $3.50. You make $59. 00 
profit on this assortment if you get only 25 cents apiece 

for them. Other assortments list at $1.50 and $5.00. 

If your jobber doesn’t carry them, write us, mentioning 


Ask Your Jobber for Special Prices ahemene 


The Peck Spring Company 


IDEAL CLAMP MFG CO... Plainville, Conn. 
\PECK’S 223Smenr / 





and Screws for any car 














200 BRADFORD ST. BROOKLYN, NY. 


| me 
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DEALERS — se_L AND MAKE D 7 6 
a. MONEY ON MUIIDS lh nC | 


The Simplest— siamines 
Makes a Tight Joint 


Most Effective— 
: The results of your work with 
Lowest Priced— Rubyfluid are right. You know 
that before you start. 
mSHOCK ABSORBER That’s why this non-corrosive, 
ON THE MARKET 


non -explosive, non - injurious 
soldering and tinning flux is 

| | Your Jobber Has it 
=~ _ 3 . or Write Today to 











ENSE" 





mMO>wW OMVUPO 


preferred by mechanics every- 


where. Do a job with Ruby- 
ACKERMAN-BLAESSER-FEZZEY 


fluid. You'll like it. 
1258 HOLDEN AVE. DETROIT 


The Ruby Chemical Co. 


68-70 McDowell St., Columbus, Ohio 
KELLOGG, 
COMPRESSORS 
e . 
Piston Rings 
give you six outstanding advaimayes. Stop oil 


Pump More Air per 
Horsepower 

pumping, stop piston slap, stop compression loss, 

force cylinder lubrication, reduce wear and increase 


power. Two Simplex Piston Rings to each cylin- 
der, installed by the Simplex Method, recondition 
worn motors without resizing cylinders and install- 
ing new pistons. 
Send for the Simplex Method of reconditioning motors 
without cylinder machinery, and make more money. 

maintained. 


The Simplex Piston Ring Co. 
ARROW HEAD STEEL PRODUCTS COMPANY 


of America, Inc. | L PRI : 
ndable Buffal M lis, M t Ch 
1971 East 66th St., Cleveland, Ohio Prodects poste hate aul tee Haein — 
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PISTONS 
FITTED WITH PINS | 


Arrow Head standards are the same for both 
equipment and replacement. The motor’s 
reputation in the field must be carefully 
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DRILLS JOHNS-MANVILLE 


GRINDERS—POLISHERS 731 

DERS— POLIS Asbestos Brake Lining 

The United States Electric Tool Co. Cincinnati, Ohio, U. S$. A. L 
Oldest Builder. of Electric Drills and Grinders in the World 


STUN Nagin PROFITS:  Sachanal, 
AIR COMPRESSORS fascsepe tier +-Aunn Gimarebnat begs Cable 


PREE | 5:0 lod 





2 
So) State 
RE = Tes 3% : 
Se. ay 
he ay 
PT Sg 















































air compressor earn greater profits. 
BRUNNER MFG. co. The Packard Electric Co. 















































Orrville Spring Governors 


Make Smooth-Running Profits 


Among the foremost popular sellers for easier riding. 
Simple in operation and easy to install. Check the 
rebound and control the springs against ‘‘galloping”’. 
Ask for illustrated literature and discounts worth while. 


se a ORRVILLE SPRING GOVERNOR CO., INC. 
Pat. Pending 500 Brant Bidg. Canton, Ohio 


YPSY AUTO LIGHT| 


Both products with easy sales—one for use by owners, one 
by shopmen. A good combination for profits. Write 


GLADE MANUFACTURING CO. 
209 S. State St. Chicago 


LADE SHOP LIGHT 


Shop 
Equipment 
for Battery and 


Electrical Service 
4358 Roosevelt Road Chicago, Illinois ] 


| STANDIZKTOR 


Damageproof against repeated boilings and freezings. Built to last the full 

life of the car. Complete radiators for Fords, Chevrolets, Dodges and 

0 See Cores for all cars and TRUCKS. If not at your jobber’s, write 
rect. 
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J. C. Black Mfg. Co., Inc., Oil City, Pa. 
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LYCOMING Aotors 


Fine Fours, Sixes and Eights-in-Line 
LYCOMING MANUFACTURING COMPANY, Williamsport, Pa. 


(Years Ahead in Automobile Motor Efficiency 





They dont buyiftheygoby- _ 
Mir-dcales stop them and bringfS 


___ them back 
BE eaisaaits Cz. 








WAP a postage stamp for 
thousands of dollars worth of 
real facts on Car Washing. Send 
for your free copy of the hand 


book. 
MANLEY MEG. CO. 
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‘ Toledo, Ohio, U. S. A () E,) I a 
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‘BELLEVUE 





York, Pa., U. S. A. S THE BELLEVUE MFG. CO. 


Trunks, Trunk Carriers, Pumps, Bumpers, Jacks 


See our combination trunk, trunk carrier, spare tire 
carrier and bumperette. COMPLETE line for all 
cars. Write for prices and nearest jobber. 


Bellevue, Ohio 
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ROLLER BEARINGS, 














PROTEX-A-MOTOR 
GASOLINE PURIFIER 


JUNIOR MODEL 


Fits Ford, Dodge, Chevrolet, Chrysler, 
Erskine, Essex, Flint, Falcon-Knight, 50 





Maxwell, Oakland, Oldsmobile, Over- 
land, Pontiac, Star, Whippet. Standard 
Model, $5.00. PROTEX-A-MOTOR 
MFG. CO., Pittston. Pa. 

















It’s a Permanent Repair! 


Have a can of CONNEAUT PLASTIC 
METALLIC PACKING in your garage and 
be ready for the fellow who says he can’t 
keep his water-pump from leaking. 
All sizes in One can. Stocked with your 
Jobber. 

1 lb. can $1.75 per Ib. 

5 lb. ean 1.60 per lb. 

Manufactured by 


prevent tHE CONNEAUT PACKING COMPANY 
This! Conneaut Ohio 






























If jobber does not stock 
write direct 


Genuine 
APEX Innerings 


Guaranteed to stop oil pumping 





(ay Canada 


s 


THOMSON MFG. Co. and piston slap and renew mo- 


Dept. 21 Peoria, Ill. tors without re-boring. 




















Something New! 


An Automotive Manufacturer with 25 years’ experience and excellent 
reputation has produced an entirely new type and design of double- 
acting hydraulic shock absorber. It represents the most advanced ideas 
in spring control, is simple to install and requires no service. 

For complete information, address 


COVERT GEAR & MFG. CORP. 
Grand Street Lockport, N. Y. 




















Spring and Solid Pressure in one Hone 
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THE WARREN TOOL & FORGE COMPANY 
412 GRISWOLD ST, WARREN, OHIO, U. S. A. 





HONE Gh 


Jobber’ 








A Beacon 








CELORON 


TIMING GEARS 


NON-METALLIC; ELIMINATE NOISE AND WEAR 
OF METAL-TO-METAL CONTACTS 


THE CELORON COMPANY, Bridgeport, Pa. 


Division of Diamond State Fibre Co. 

















The tlerlite 


|) The Waving Stop-light 
a Fits Any Car 


aS The Iler Electrical Mfg. Co. 
5103 Lakeside Ave. Cleveland, Ohio 


























AYENEL 


AUTOMOBILE 


Steam Heater 


One model fits all makes and types 
of cars and gives moist, healthy 
heat. without any odor instantly. 


JUDD & LELAND MFG. CO., Clifton Springs, N. Y. 




















CLASSIFIED ADVERTISING 
RATES 


CLASSIFIED 































C. L. PARKER 





Ten cents a word is the rate for all undis- 
played advertisements set solid, regular want 
ad style; minimum charge $1 an insertion. 
All capitals, 12c a word; all capitals, leaded, 
I5c a word. Payable in advance. 








To locate business opportunities 
To sell, rent, exchange or buy 
To find men or employment 


THE CLASSIFIED DEPARTMENT 
WILL HELP YOU 


Ex-Examiner U. S. Patent Office 
Attorney-at-Law and Solicitor of Patents 
McGill Building, Washington, D. C. 
Patent, Trade Mark and Copyright Law 











































While left hand holds work, and right 
hand holds driver steady, you start 
screw with thumb-turn on blade. 


Pesky 


little screws 
are easy with 


Movement. 
Right and 


dealer to show you 
Ratchet Screw-driver. 


blade. 
lengthwise. 
inch blades. 





Some Other “Yankee” 
Tools 


Brake Lining Cutter 
Plain Screw-drivers 





Spiral Screw-drivers 

Ratchet Breast and Hand Drills 
Automatic Push Drills 
Automatic Feed Bench Drills 
Ratchet Tap Wrenches 
Vises—Removable Base 








Dealers Everywhere Sell 
“Yankee” Tools 





‘ “Yankee” on the tool you buy 
. means the utmost in quality, 
> efficiency and durability. 


No. 10—Without thumb-turn. 
sizes: 2 to 12-inch blades. 


No. 11—Same as No. 10, except ratchet 
shifter moves across tool. 




































“YANKEE” No. 15 


For with this handy Ratchet Screw-driver you 
can start wobbly screws quickly by revolving 
Knurled Washer with thumb and forefinger. 
Then you send screw home in a jiffy by Ratchet 
How simple—how useful! 

Left Ratchet, and Rigid. 
Saves time and _ strength. 
the 


Ask your 
“Yankee” 


No. 15—With “Yankee” thumb-turn on 
Ratchet shifter moves 
Six sizes: 2 to &- 


Fight 


ANKEE” TOOL BOOK | 
ih 


il 


za , 
sYANKEE 





FREE New 
“*Yankee’”’ Tool Book 
This interesting lit- 
tle book is for all 
lovers of fine Tools. 
It tells just what 
you want to know 
about all the fam- 
ous “YANKEE” 
Tools for making 
work easier and 
quicker. 


NortH Bros. MFG. Co., Philadelphia, U. S. A. 


“YANKEE” TOOLS 


Qnake Beller mechanics 
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of the advertising contract. 





The Advertisers Index is published as a convenience, and not as a part 
Every care will be taken to index correctly. 


October 20, 1927 


No allowance will be made for errors or failure to insert. 
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Easy to Sell! 


The owners of old Fords—there are 
thousands of them in your vicinity— 
are the ones who need Pioneer Engine 
Supports on their cars. The more mile- 
age a car has, the more need for a Pioneer 
Engine Support to tighten a loose “chassis 
—put the engine back in alignment— 
repair a broken or cracked crankcase arm. 


Pioneer Engine Supports are easy to sell 
at the low price of $3.00, when you show 
the car owner what one will do for his car. 


Let our display material work for you. 
Send now for Pioneer display cards and 
circulars. 


Pioneer 
: Engine. 


A. Jupport 


(Trade Mark Reg.) 





Pioneer License Plate Brackets 


A great convenience when replacing 
license plates. Fasten onto bumpers. 
Furnished in japanned or nickel-plated 
finish. Japanned, 50c pair; 
plated, 75c pair. 


nickel 





Pioneer Replacement Windows for Fords 


Installed in 20 minutes. Simply con- 
structed. Heavy, clear glass. Rich 
black enamel frame. Makes a tight, 
rattle-proof window. Made by one of the oldest estab- 
lished replacement window manufacturers. Catalog 
sent free. 





Our dealer proposition is an attractive one that 
will net good profits. Are you on our lists? 


The Brewer-Titchener Corporation 
108 Port Watson St. Cortland, N. Y. 
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Show them the 
of SQUEAKS «xd RATTLES 


Most owners do not realize how easily and cheaply obnoxious noises 
in the chassis may be eliminated . . . . Once they are informed the 
sale of a rebushing job is not hard to make . . . . Neither is the work 
involved hard for the average shop . . . . In most cases squeaks and . 
rattles are directly traceable to worn bushings and bolts, the replace- 
ment of which is a service easily rendered .... And the use of 
Johnson Bushings insures a good job—a profitable job... . 


a 


SHE 


JOHNSON BRONZE COMPANY 
NEW CASTLE, PA. | 








Branches: 


Chicago Kansas City San Francisco 





JOHNSON PRODUCTS 4 | al N } ON | 
Piston Pin, Tie Rod, Steering 
Knuckle, Spring Eye, Spring Fi QU rm ae -2 fe), P4 = ll | 


Shackle, Generator, Starting 
Motor, Special Miscellaneous 
Bushings and Parts, Cored 
and Solid Bar Bronze. 
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for Economical — 
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CHEVROLET LET /f 
















cevvengemocone' ange mmm 
GLENVIEW 


FLORISTS 





Chassis Only 


f. Ov b. Flint, Mich. 





1} Hp JT bey 
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Chem 





Chassis Only 


f -o. b. Flint, Mich. 





trucks 


that lead 


the world in 


popularity 
The demand for Ton and 
¥-Ton trucks is far greater 
than for any other capacities 
—forthese are the units used 
by hundreds of thousands 
of retail merchants to meet 
the requirements of modern 
delivery service. 


Because Chevrolet offers 
the greatest value available 
in each of these two sizes, 
both the Chevrolet Ton and 
%-Ton trucks are leading 
the world in popularity. 


This nationwide demand 
for Chevrolet Trucks pro- 
vides Chevrolet dealers with 
the mostremarkabledouble- 
profit franchise in the motor 
car industry—with sales 
leadership in both the pas- 
senger car and commercial 


car field. 


CHEVROLET MOTOR COMPANY 
DETROIT, MICH. 


Division of General Motors Corporation 





(RE WORLD'S EARGEST Bure uaun OF GEAR-SHIFT TRUCKS 





Pd 
Now a wood wheel demountable Oo 


at the hub \s distinguished by the 
same high strength, fine propor- 
tions, and permanent rigidity and 
quiet of all Motor Wheel wood 
wheels. This type of wheel, per- 
fected by Motor Wheel talent, is 
entirely interchangeable with 
Motor Wheel wire and steel 
wheels demountable at the hub. 
A trig, chubby complete wood 
wheel on the spare carrier is the 
latest fashion note on finest cars! 


MOTOR WHEEL CORPORATION 
LANSING, MICHIGAN 


Interchangeable Wood, Steel and Wire Wheels 
Wood and Steel Wheels for Demountable Rims 


Motor 
Wheel 








